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Stock Groups Outline 
Reasons for Removing 
Rate ‘Prior Approval” 


H. Clay Johnson Speaks for Cas- 
ualty, Surety Assn., National Board 
And Inland Marine Assn. 


NAIC SUBCOMMITTEE MEETS 


Avoidance of Delay Sought in Giv- 
ing Effect to Necessary Rate 
Changes in Competitive Era 


Three stock insurance organizations 
last week in Chicago outlined their rea- 
sons for advocating elimination of a 
“prior approval” provision in any new 
rate regulatory legislation for the fire 
and casualty insurance industry. The 
Association of Casualty and Surety Com- 
panies, the Inland Marine Underwriters 
Association and the National Board of 
Fire Underwriters submitted their views 
in a statement to the National Associa- 
tion of Insurance Commissioners’ sub- 
committee reviewing fire and casualty 
rating laws. 

Johnson Company Spokesman 


Elimination of the “prior approval” 
provision was one of nine principles em- 
bodied in a bill recommended by the 
three organizations for a re-approach to 
the subject of insurance rate regulation. 
H. Clay Johnson, executive vice presi- 
dent and general counsel of Royal-Globe 
Insurance Companies, and chairman of a 
ioint committee of the company organ- 
izations, presented the statement and 
the nine-principle bill to the NAiC’s sub- 
committee, headed by Director Joseph 
S. Gerber of Illinois. Mr. Johnson first 
presented his constituents’ recommenda 
tions to the NAIC’s convention in New 
York City last November. 

In his statement, Mr. Johnson said 
“one of the fundamental principles of 
our bill is elimination of provision for 
‘prior approval’ of rate filings by the 
commissioner but with retention of his 
power of subsequent disapproval.” Mr. 
Johnson said “our position on this point 
is not one which has been newly adopted 
but rather it is the same position our 
three associations took in 1945 when the 
general rate regulatory pattern was first 
being considered following the enact- 
ment of the McCarran Act.” 

Mr. Johnson said there are many prac- 
tical reasons for the course recom- 
mended by the associations he repre- 
sents, Principal among these is the 

(Continued on ‘Page 27) 
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PRITCHARD aNp BAIRD 
REINSURANCE 


Consultants and Intermediaries 


Fully prepared through long experience to serve 
intelligently those Underwriters who demand the 
best. 


“WE ARE WHAT WE DO" 


123 William Street, New York 38, N. Y. 
WOrth 4-1981 
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is the agent selling United Life and 
Accident’'s Plusses, the latest being the 
new GROUP INSURANCE PLAN, provid- 
ing: Life, Accidental Death and Dismem- 
berment, Weekly Income, Hospital and 
NIUigellae] Mo] ames Ce} (o] am A\-te [fae] NE @) oh ilolalo]| 
Maternity Benefit — plus generous ben- 
efits for dependents of insured. 


UNITED LIFE AND ACCIDENT INSURANCE COMPANY 
EST. 1913 CONCORD, NEW HAMPSHIRE 


Write H. V. Staehle, C.L.U., Field Management Vice Presi- 
dent at 10 White Street, Concord, N. H., for full details. 
Serving: Cal.*, Conn., Del., D. C., Fla.*, Ill.*, Ind.*, La., 
Md., Me.*, Mass., Mich.*, Miss., N. H., N. J.*, N. C.*, 
Ohio*, Pa.*, R. |., Vt.*, Va.*. 


*Agency-Building General Agency Opportunities Available. 








John Hancock Mutual 
Made New Business 
Records Last Year 


Sales of New Paid-for Life Insur- 
ance Exceeded $3.4 Billion, 
Largest in Company’s History 


NET INTEREST RATE 4.14% 


President Byron K. Elliott Reports 
Assets At $6.1 Billion. Insurance 
In Force $26 Billion 


Boston, Feb. 13—Sales of new insu 
ance, total insurance in force and assets 
of the John Hancock Mutual Life ros« 
to all-time highs during 1960, it was re 
ported at the annual policy owners’ 
meeting here today. 

Byron K. Elliott, president, said that 
sales of new paid-for life insurance dur 
ing the year amounted to $3,447,000,000 
the largest amount in the 98-year his- 
tory of the company, and surpassing last 
year’s figure by $87 million. Of the total, 
65% was Ordinary insurance. 


Insurance In Force $26 Billion 


Total John Hancock insurance in force 
rose more than 8% to a new higl 
over $26 billion 

Total benefits paid to policy owners 
and beneficiaries during 1960 amounted 
to more than $71 million, an averag 
of $1,886,000 every working day. Divi- 
dends to policy owners reached an all- 
time high of nearly $108 million, due in 
part to liberalized dividend scales put 
into effect during the year. Since its in 
ception, the company has paid total 


benefits of nearly $614 billion 
Assets Exceed $6 Billion 


By the close of the year, the assets 
of the company, which represent accum 
ulated savings of policy owners held for 
future guaranteed benefits, amounted to 
$6.1 billion, an increase of 49%. Of th 
total, bonds comprised 60%; mortgages, 
20%; and stocks, 6%. 

During the year, the company invested 
an average of more than $2 million 
dollars a day in the American economy 
Total new long term _ investments 
amounted to $548 million, to yield an 
average gross rate of 5.65%, the high 
est since 1921. It compares with 5.24% 
in 1959. 

Of the total new investments, 61.3% 
were in bonds; 1.7% in stocks: and 
so ee Be 
36.1% in mortgages and real estate. The 
percentage of new investment in 
dential and business mortgage loans 
4.2% higher than in 1959. The peres 
age of new investment in bonds and 
stocks was 4% lower than ‘in 1959 

Net Earned Interest Rate 4.14% 

The net rate of return earned in 1960 

on total invested funds, after deducting 
(Continued on Page 3) 
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John Hancock still makes imaependence possible 


In the homes of millions of American families a John 
Hancock life insurance policy is a symbol of independence. 
To these families it means a brighter future, better oppor- 


How we paid benefits 
@ In 1960, John Hancock paid total benefits of $471,473,000, an 


average of $1,886,000 every working day. 


@ Payments flowed into every state and territory of the United States 


and into various Canadian provinces. 


@ $756,851,000 paid to or set aside for policy owners or beneficiaries 
in 1960 —an increase of 5.6%. 


tunities for their children, protection for their savings and 
security in their later years. At John Hancock we are 
proud to serve so many Americans in sO many ways. 


How we safeguard the future 

@ Assets: $6,127,323,000. (Obligations, $5,591,712,000; gen- 
eral contingency reserve and special contingency reserves, 
$535,611,000.) 

@ American industry and communities strengthened by John Hancock 
investments — an average of $2,192,000 invested every working day. 

® Over $26 billion of John Hancock insurance in force at the end 
of 1960 —an increase of 8.1%. 


ALJ LIFE INSURANCE COMPANY 


BOSTON, MASSACHUSETTS 
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Six Named Senior Vice Presidents 


Enlarged Executive Responsibilities for H. S. Payson Rowe, 
Abram T. Collier, Frank B. Maher, Robert E. Slater, 


John Hancock pibvestining 
3oston—One of the most famous ad- 
vertising campaigns in the country, the 
John H: Pree Mutual Life’s Great L ead - 
ers series, will celebrate its 13th anniver 
sary this year by adding four new ad 
its repertoire. They will appear in 











Gerhard Bleicken and Victor A. Lutnicki; Parveen, Ceewtas Deceing Post, and 
Collier, Maher and Slater on Board ov 


Albert Einstein, and Ralph W 
oe mn join the ranks of .outstand 
Americz ans honored in Hancock ads, t 
new versions of John Hancock and Paul 
Revere ads, the series will reach a tota! 

f 111. 

Paintings for the new advertise 
will be created by some of the 
leading commercial artists—Ben Stahl, 
Dean Ellis, pt gp A. Smith, and Bet 
nard Fuchs, all of whom have pr duced 
Great Leaders paintings in the past 
Stahl, in fact, supplied the painting, John 
Paul Jones, for the ad which launched 
the campaign in 1947. Since then he has 
been commissioned 14 times by the Han- 
cock Company 








Boston—Completing an internal re- Mr. Slater will have overall responsi- 
organization that has been under way for _ bility for the insurance operations of the 
; : company, including actuarial, underwrit- 
vg : % ? ing and accounting, and will serve as 
and chief executive officer of the John a gg of the insurance committee. 
Hancock Mutual Life, announced the Mr. Collier, formerly vice president 
election of six officers to the grade of and general counsel, will oversee the 
: company’s claim, personnel and service 
operations, in addition to his responsibil- 
ities as general counsel, and will serve as 
rectors. chairman of the budget committee. 


" 


three years, Byron K. Elliott, president 





enior vice president, three of whom 
, 


were elected also to the board of di- 








Many of the paintings used for the 


GERHARD D. BLEICKEN illustrations have been presented to mu- 
seums and public instit ee across the 
country or to individuals closely associ- 

of the company, in addition to his duties ted with the theme of the advertise- 
as coorporate secretary. ment. Many have been used, too, as illus- 


Per Roy ; trations or covers in history books 
President Elliott announced the elec- se Meas ere lat 4 eg 
a al ; : pe 2 Throughout its entire history, the Great 
tions following a meeting of the board of . 


Leaders series has won numerous awards 


epi ieee a ER a ee ee = ; . : é 
directors which took place shortly after including those from the Freedoms 
the John Hancock’s annual meeting. He Foundation and from the Saturday Re- 

. ° » + : +a scr © e 
said that the promotions are an out- View of Literature. But interest and ap- 


preciation have been voiced also by in- 
dividuz gh as during the years letters have 
poured in from all over the nation 


President Elliott's Report 


(Continued from Page 1) 
all investinent expenses except Federal 
income tax was 4.14%, as compared with 
4% for 1959. Mr. Elliott noted that the 
contribution of higher rates on new in- 
vestment to the rate of return earned 
on total invested funds is inevitably 
gradual, in that the amounts annually in 
vested are small in relation to total 





H. S. PAYSON ROWE Alan F. Lydiard 
ABRAM T. COLLIER 


These officers are H. S. Payson Rowe, 


\bram T. Collier, Frank B. Maher, Rob- Mr. Maher, who has been vice presi- assets. 
rt E. Slater, Gerhard D. Bleicken and dent, district agencies, and chairman of Total John Hancock premium income 
Visor A. Lutnicki. Mr. Rowe has been the company’s sales policy and research during 1969 was $713 million, an increase 


a John Hancock director since 1959, and committee, will continaze to direct the 
Mr. Bleicken has been secretary of the nationwide district agency sales organ- 
board of directors since 1955. Messrs. ization. 


of $28 million over 1959 Individual in- 
surance and annuities accounted for 62%. 
and Group lines of business for 38% of 
the total. 

At the end of the year, more than 
481.000 persons held John Hancock 
Group annuity certificates or individual 
annuity contracts, which altogether pro- 
vided for current or future benefits ex- 
ceeding $227 million a year, an increase 
of 7% over 1959. An additional 3,000,000 
men, women and children are now pro- 
tected under John Hancock Group ac- 





VICTOR A. LUTNICKI 


] growth of the company’s plans to achieve cident and health coverages 

| an organizational structure under which The company’s general contingency 

i related functions can be more closely — reserve, held for the protection of policy 

coordinated. owners to assure payment of all futur 

: benefits was maintained at 8% of total 

H. S. Payson Rowe obligations, which amounted at year-end 

| ; mea to $5,592,000,000. 

; Before joining the John Hancock as : 

| treasurer in 1945, Mr. Rowe was asso- Operating Expenses Lower 

| ciated with the Massachusetts Life In- Mr. Elliott noted that lower operating 
coe Co., the First Na‘i bh al Corpora- expense levels in rel ition to volume of 
tion of Boston, Merrill Oldham’ & €o5 (eecee experienced in 1959 continued 

| and Bankers Trust Co. of New York. He during 1960. “Particularly effective.” he 


serves as a director or trustee of a num 
ber of leading business hrms, including company’s installation of large-scale 
the State _Stre et Bank & Prust Co., electronic computers. ” 

United l tilities, | Inc., Boston Gas Co.. Heart disease and cancer were again 
Missouri Public Service, Eastern Gas and the chief cz auses of death, accounting for 
Fuel Associates, and is a member of the 42% and 17% respectively, of the deaths 


FRANK B. MAHER ROBERT E. SLATER advisory board of the Investment Trust  ;_ all 


said, “has been the use made of the 





from causes among John Hancock 

of Boston. policy owners during 1960. 
Collier, Maher and Slater were newly Mr. Lutnicki, as senior Group vice _Mr. Rowe is a member of the Harvard “A great strength of America has al- 
elected to the board. president and chairman of the Group Club, the Harvard _ Faculty Club. _the ways been the self- reliance of her peo- 
; committee, will direct the company’s Longwood Cricket Club, and Cambridge ple,” Mr. Elliott said. “Never will this 
Officers Get Enlarged Duties Group operations. Boat Club, and is active in civic and quality be more vital than in the trying 
Mr. Rowe, as financial vice president, Mr. Bleicken, formerly vice president charitable work in the Cambridge and years of the 1960's, when fre edom itseli 
Will continue to head the overall fi- and secretary, will direct the legislative, 3oston communities. stands before the judgment of the world 


nancial operations of the company. advertising and public relations activities (Continued on Page 5) (Continued on Page 4) 
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JOHN HANCOCK MUTUAL LIFES ANNUAL MEETING 
Matz, Garabedian and Baker Advanced 


J. Edwin Matz Vice President—Actuarial and Accounting; 


Harold Garabedian Actuarial Consultant; 


Noel Baker 


Special Projects; Mortgages Combined Under Miner 
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J. ropiey Matz 


Mr Mat z, who 


and controller for ti J 


“€ pres lent 


va Han ncock 


since 1960, joined the company in 1949 
as a research Subsequently 
he was promoted to assistant controller, 


second vice president and later 


associé ite 


second 


vice president and controller 

He is a Fellow of the Society of Ac- 
tuaries and | has served as first vice presi- 
lent of the Boston Control of the Con- 
rollers ia tute of America 

Mr. Matz received his Bachelor's and 
Master's degrees from Pennsylvania 
State College, and was associated with 
the Metropolitan Life before joining the 
John Hancock. During World War I, 
he served as a captain in the U. S. Army. 


Harold A. Garabedian 


Mr. Garabedian has served as_ vice 
president and actuary for the company 
since 1956. He is a graduate of Tufts 


College and a Fellow of the Society of 
Actuaries 
He joined the John 


Hancock in 1919 


and served as yee assistant 
and associate actuary, s econd vice presi- 
dent and_ vice pr ha bet re being 


elected vice pr esident and actuar y in 1956 
Mr. Garabedian is a director of the 


Financial Publishing Co. of Boston. Ac 
tive in the local community, he is a mem- 
ber of the Brae Burn Country Club, the 


Wellesley 


Club the Wellesley Hills Con- 





Alan F. Lydiard 
HAROLD A. GARABEDIAN 
gvregational Church Club and the Harvard 
Musical Association 
Mr. and Mrs. Garabedian have tw 
laughters, Mrs. Edward L. Byjornson and 


Mrs. Robert C. Hohman 


Noel S. Baker 


formerly vice president in chi 
the company’s policy department, Mr 
associated with the John 
1939, when he 


Baker has been 


Hancock since 


me office stafl as welfare consultant 
He subsequently served as assistant sec 
re com] aaa. second vice presi 
lene Tega a : ay eee 

an was elected a vice president 





the company in 
Prior to joining the John 


was associated with the Welfare Coun 
cil of the Citv of New Yor'x, the New 
York City Relief Administration and the 
New York State Relief \dministrat mn 

Mr Baker is a director f the Life 
Office Management Association and a 
member of the management committee ot 
the Life I: surance Adjustment Bureau 


He is a member of the 


the Boston Madison Square Garden Clu! 


joined the 


Algonquin Club, 


) 


Hanceck’s New Investment 

Reflecting continued high levels of 
general business activity, as well as the 
pressure of demand for new capital upon 
available savings characteristic of a pe- 
riod of enable growth and develon- 
ment, long term interest rates in 1960 
remained near the highest levels in 
the past quarter-century, the John Han- 
cock annual report says 

During the year the John Hancock 
acquired new long term investments in 
the amount of $548.000,000 to yield an 
average rate of return of 5.65%, 
1e highest since 1921. It compares with 
5 ae in 1959. Bond holdings in the 
amount of $187,000000) and yielding 
3.70% were disposed of and replaced to 
yield an average rate of 5.45% 

Of the total new investment, $336,- 
000,000 was in bonds; $195,000,000° in 
mortgage loans, including $33,000,000 in 
farm mortgages; and approximately $9,- 
000,000 in common Real estate 
purchased for investment amounted to 
$3,000,000 and transportation equipment 
to $5,000,000. Of the total investment in 
bonds, $237,000,000 was placed in indus- 
trial; $37,000,000 in public utility and 
$13,000,000 in railroad issues; $11,000,000 
in municipal; and $38,000,000 in long 
term United States Treasury obligations. 


at or 


YVross 


t 


stocks 


The contribution of higher rates on new 
investment to the rate of return earned 
on total invested funds is inevitably 


gradual, inasmuch as the 
nually invested are 
total assets 


amounts an- 
small in relation to 





Health Insurance Business 


The growth of voluntary health in- 


surance coverage in the nation continued 
during 1900 and today 132 million Amer- 
icans, the John Hancock annual report 
three-quarters of the 


says, or nearly 


population, have some form of protec- 


tion against costs of sickness or acci 
dent. 

In May, 1957 the Hancock en- 
tered the field of Accident & 


Health insurance with a series of policies 


John 
Individual 


designed to help meet the loss of income 
due to disability and the cost of hospital, 
surgical, and medical care. By the end 
of 1950, 


protection 


92,000 individuals had acquired 


under one or more forms o/ 


contract, and premium income for the 
year amounted to nearly $5,000,000. Com- 
1961, the 
Expense coverage of the In- 
Accident & Health 
program will be offered up to age 75 at 
issue instead of to age 00, so that indi 
viduals who may not have made pro- 
vision for these benefits at an earlier age 
can obtain such protection. 

The company’s Group Accident & 
Health coverages outstanding at the end 
of the year protected approximately 
3,115,000 men, women, and children. Pre- 
miums increased to $94,000,000 from $84, 
000,000 a year ago. 


mencing in lifetim 


Hospital 


dividual 


January 


insurance 


Hancock General Agents in N. Y. 





CRAWFORD A. BLACK 


Dowd 
general 


Black and 
\venu . as 


Appo-ntment of the 
Corp., Az Madison 





went 1 rk City was maa 
by the ( ck The new general 

gency will engage in the developmen 
of all forms of life insurance, with 
special cmphasis on Group and business 


insurance, employe’ consultation and 
pension, and profit sharing 
Crawford A. Black, 


sery ices 
president of the 


corporation, attended Yale University, 
and is a Marine Corps veteran. His 
entire business background has been in 


sales. He is also president of the C. R 
Black, Jr (og insurance brokers 
Robert V.. Dowd, a graduate of Cana- 
College and a Navy veteran, is 
executive vice president of the corpora- 
tion, and will be operating flicer for all 
uwency matters. Mr. Dowd’s entire busi- 


sius 


Lake Ge 
Mrs 


Ann. 


Club 
daugh- 


Country 


and the y 
Raber have one 


Mr. and 
Ruth 








Flaherty’s Studio 


ROBERT V. DOWD 
ness career has been with the John 
Hancock. He started in the Buffalo 
agency of the company in 1947, while 


still attending college. In 1956 he_ be- 
came brokerage manager, and in 1958 
was appointed assisitan general agen 


Erickson, Buffalo general 


company. 


to Edwin R. 
agent for the 


President Elliott's Repori 


(Continued from Page 3) 


Through life insurance, millions of 
(Americans, by their own efforts, have 
indicated acceptance of the responsi 
bilities that go with freedom by pro- 
viding for the future security and ind¢ 
pendence of those they hold dear.” 


Income lnweenend by 10.7% 
Net investment income of John Han- 
cock increased for the year by 10.7%. 
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JOHN HANCOCK MUTUAL LIFE 





Hancock’s Investments in New York 


Boston—Investments totaling over 


$446%4 million in New York were re- 
ported by the John Hancock Mutual 


Life at the annual policyowners’ meet- 
ing. 

During 1960, while these funds were 
helping meet the expanding needs of the 
State’s economy, New York policy own- 
ers and beneficiaries of the company re- 
-eived nearly $84 million in benefits. New 
York residents purchased close to $718 
million of new life insurance protection 
from the company during the year, 
bringing total John Hancock insurance 
in force in that state to over 4% billion. 

Among its investments in New York, 
the company reports large security hold- 
ings in major utility companies providing 
gas, water, electricty, power and _ tele- 
phone service to state residents. These 
include more than $18 million in bonds 
of the New York Telephone Co.; over 
$914 million in securities of the New 
York State Electric and Gas Corp.; and 
nearly $7 million in the Niagara- Mohawk 


Name Six Senior 


(Continued from Page 3) 


Abram T. Collier 


In addition to his ps nr sgh: asa 
director and general counsel, Mr. Collier 
will oversee the company’s claim, per- 
sonnel and service operations as well as 
serving as chairman of the budget com- 
mittee. 

Associated with the John Hancock 
since 1939, Mr. Collier is a graduate of 
Harvard College and Harvard Law 
School and attended the Advanced Man- 
agement Program at Harvard Business 
School in 1951. 

Among his many affiliations, Mr. Col- 
lier is a member of the executive com- 
mittee of the Association of Life In- 
surance Counsel; a director of the 
Greater Boston Cl amber of Commerce; 
a director of the Boston Y.M.C.A., a 
member of its executive committee, and 
chairman of its personnel committee. 

He is a trustee of Wheaton College 
and a member of the executive committee 
and of the Wheaton College Council. He 
is a member of the Harvard Law School 
Association of Massachusetts, of which 
he was president during 1959-60. He is 
also a member of the Boston and Amer- 
ican Bar Associations, and was chairman 
of the Boston Bar Corporate Counsel 
Committee during 1959, 

Active in the Wellesley community, 
Mr. Collier was elected chairman of the 
Town Improvements Coordinating Com- 
mittee in 1960, and is a former member 
of the Wellesley School Committee and 


a former president of the Wellesley 
lub. 
Mr. and Mrs. Collier have four chil- 


dren, Linda, Deborah, Joyce and Charles. 


Frank B. Maher 


In addition to his responsibilities as 
head of the district agency operation 
Mr. Maher will serve as chairman of 
the company’s overall sales, policy and 
research committee. 

_ Nationally known in the field of life 
insurance, Mr. Maher is a former presi- 
dent of the Life Insurance Agency Man- 
agement Association and of the Life 
Underwriter Training Council, and served 
as chairman of the finance —* of 
LIAMA in 1958-59. He is also a former 
trus me of the American College of Life 
Underwriters as well as a member of the 
American Life Convention agents and 
agencies committee. 

_ Among his many other affiliations, he 
is a trustee of the Newton Free Library, 
a member of the board of managers of 
the Boston Dispensary, a member of the 
advisory Board of Catholic Boys’ Guid- 
ance Center, and a director of Trusteed 
Funds, Inc. 

Mr. Maher began his life insurance 
career with the John Hancock in 1923 


Power Corp. 

Aiding the expansion of business and 
industry within the state, the John Han- 
cock holds over $19 million in securities 
of Corning Glass Works, $6,375,000 in 
common stock of General Electric Co.; 
$5 million in notes of the Pepsi-Cola 
Co.; $10,226,000 in Sperry Rand Corp.; 
and over $18 million in notes of Talcott, 
Inc. 

In addition to more than $36 million in 
railroad investments in New York State, 
the company reports $168,882,000 in mort- 
gage loans and commitments, and over 
$13 million in real estate. These include 
loans on several large Manhattan office 
buildings, several large Manhattan apart- 
ment houses, and 22 two-story garden 
type apartment houses in Valley Stream. 

Real estate investments include an in- 
dustrial building on Long Island, and re- 
tail stores in Albany, Flushing and 
Hempstead, as well as the Pepsi Cola 
World Headquarters office building in 


New York City. 


Vice Presidents 


in one of the company’s New York dis- 
trict agencies. He has served the com- 
pany in many capacities, ranging from 
agency cashier to agent, to superintend- 
ent of agents, manager and director of 
district agencies, to second vice ae 
dent and then vice president in 1953. 


Mr. and Mrs. Maher have five children 
and five grandchildren 
Robert E. Slater 
Mr. Slater will have overall responsi- 
bility for the insurance operations of the 





THE LEE NASHEM AGENCY 


"The Major League Agency" 
(Canada Life Assurance Co., 
Toronto, Canada) 


NEW LOWER RATES IN 1961! 
Amounts $100,000 and over 
thirty cents per $1,000. 


$50,000 up to $99,999 reduced twenty 
cents per $1,000. 


Only four contracts not included! 


reduced 








LEE 


NASHEM AGENCY 


110 East 42nd 
New York 17, N. Y 


Street 





company, including actuarial, 
ing and accounting, and will serve as 
chairman of the insurance committee. 

A Fellow of the Society of Actuari 
and a graduate of the Advanced ioe 
agement Program at Harvard Business 
School, Mr. Slater joined the John Han- 
cock in 1946 as a research assistant. 
Subsequently, he became budget coord- 
inator, associate auditor, controller, vice 
president and controller and then vice 
president, accounting and auditing. 

In 1959, Mr. Slater was the United 
States Employer Delegate to the Inter- 
national Labor Organization at Cologne, 
Germany. He is a member of the Boston 
Actuaries Club and the Controllers In- 
stitute of America, and a trustee of Gor- 
don College in Wenham. Active in com- 
munity oenive he is also a member of 
the Town of West mn finance committee. 

Mr. and Mrs. Slater have two daugh- 
ters and a son. 


Gerhard D. Bleicken 


Mr. Bleicken 


underwrit- 


been vice presi- 
dent and corporate secretary for the 
company since 1958. In addition to his 
resp nsibi ilities as secretary of the com- 
pany’s board of directors, Mr. Bleicken 


has 








LIFE AGENCY 
DIRECTOR $15,000 


Leading eastern company, long an 
acknowledged A&H leader, wants well 
experienced man to direct life sales. 

Already over a billion in force, 
this should prove worthy challenge 


to the aggressive, well trained man. 


Job #E-777 


A&H SALES DIRECTOR 
$15,000 


Well known, progressive A&H com- 
pany in Chicago area needs a highly 
qualified individual to organize pro- 
duction on national scale. 

This is a chance to direct future of 
company willing to try new promo- 
tional ideas. 


Job *E-778 





330 S. Wells St. 





Please refer to the job number in your inquiry or send 
for our brochure, "How We Operate," without obligation. 


FERGASON PERSONNEL 


Insurance Personnel Exclusively 
Chicago 6, Ill. 


HArrison 7-9040 








ASST. MEDICAL 
DIRECTOR $12,000 


Young doctor preferred by one of 
the best companies in the country. 
Located in midwest. Excellent oppor- 
tunity for advancement in near future. 
Actual insurance company experience 
is desirable but not necessary. 


Job #E-779 








JUNIOR H.O. LIFE 
UNDERWRITER $7,000 


A chance to grow with a newly 
formed eastern company for a young 
man. Should have 4-5 years of well 
established underwriting training and 
be able to step into a supervisory 
role in a short time. 


Job #E-780 











Photo of the Man Who 
Knows How 
to handle Tough Cases 


aa ’ | 





Bernie Haas 


Bernard A. Haas Agency 


Manhattan Life 


60 East 42nd St., N. Y. 17, N. Y. 
MU 2-3963 











will direct the legislative, advertising and 
public relations activities of the company. 
John Hancock 
Bleicken is a graduate of 
oo — University 
Law School and the M.I.T. School of In- 
dustrial Sicaaecmnd. He ioined the com- 
pany as an attorney in July, 1939 and 
four months later was promoted to as- 
i counsel. He became associate 


Associated with the 
since 1939, Mr. 
Boston 


sistant 
counsel in 1946, second vice president in 
1953, plone vice president and counsel 
in 1954, secretary in 1955 and vice presi- 
dent and secretary in 1958. 

Among his 
tions, Mr. Bleicken 


the Amer ican va 


affilia- 
holds membership in 
Institute, the Boston 
and Massachusetts Bar Associations, the 
American Life “C mnvention, Association 
of Life Ins sur rance Counsel, and _ the 
Boston Chamber of Commerce. 
He is a director of the United 
of Greater Boston, the bs me Municipal 
Research Bureau, High Vacuum Equip- 
ment Corporation and Kinet ics Corpora- 


numerous outs ide 


Fund 


tion. 

A member of the Advisory Committee 
of the National Academy of Sciences, 
he is chairman of the subcommittee on 


Social Sciences, and co-author of the 
Academy’s report, “The Adequacy of 
Government Research Programs in Non- 
military Defense.” Mr. Bleicken is also 
author of “The Role of Non-military 
Defense in American Foreign Policy and 


Military Defense,” published in the Po- 
litical Science Quart erly of December, 
1959. 


Mr. and Mrs. Bleicken have three sons, 
Kurt, Eric and Carl. 


Victor A. Lutnicki 


Mr. Lutnicki has been vice president in 
charge of Group insurance for the com- 
pany since 1957. A cum laude graduate 
of Northwestern University in 1936, Mr. 
Latent received the Juris Doctor de- 

gree from Northwestern University Law 
School in 1939, and has also completed 
the Advanced Management Program at 
Harvard Business School. 

He joined the John Hancock as asso- 
ciate somal in 1946, following service 
with the U. S. Navy as a lieutenant com- 
mander, and was elected a second vice 
president in 1952, a second vice presi- 
dent and counsel two years later, and in 
1956 became vice president and general 
solicitor for the company. Prior to his 
Navy career bow his association with the 
Tohn Hancock, he served as assistant 
counsel for the American Life Conven- 
tion. 

Among his many affiliations, Mr. Lut- 
nicki is a member of the Association of 
Life Insurance Counsel, the joint ALC- 


LIAA committee on Group insurance and 
(Continued on Page 6) 
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New Ad Campaign of Rcaciinen 


Called The Family Security Check-up It Alerts Fathers 
To Their Financial Health 


itan 
l r the 
erting them 
m of thei security. 
n will emphasize that it 
for families to make a 
check up for purpose of ascertaining 
] acquaint them exactly 
vorth financially , when 
t and their potentialit ties 
are taken under c nsiderati n and 
















These interviews are follow-up of a 
i program f Met ropolitan 


mag 





“he ads are running 
Since 1922 the company devoted most 
f .dverti effort to a Health & 


camy which the company 











iS ally a public service 

se advertisements won 

jate popularity, have been read by 

I Ss € ple Phe publ learned 

s Ww everybody should know 

" conditions, consumption, diph- 
yetes al sc es I 
S erweig! ind underweig 

n as well, and always co-opet 
\ d s and 1 the utter s 


an out- 

















Te 
» Health & Welfare advertisements 
will continue as heretofore, but the company 
feels is the same opportunity for 
nual that will furnish a business 
incentive associating the company equally 
; “eld : a 
These is, unde Family 
Securit y \ eCK Pp € essed » the 
ers ot! he I € mpa be 
eves ey \ Ss uld ive 
sound eck l t it 41s 
C li > = 4 > U sec Ss lany 
Ss n es Ss p ssible in m k 1g 


m realize what they need 


msequence, the company has de- 














eV s ¢€ busine adver- 
tising campaign (as distinct from its 
& We n) to the 
é jective sellis interview 
< le; oe r a 
service ¢ un S¢ I hi 
€ 1! € nnot st sec ep spe 
Says epresentativ r npany 
This new campaig1 votes itself en 
ri 1; } 4 . 
1é il ce 
hat of helping the 
see mor : . 
\\ 1] y Tt - 
} ‘ 
sly mpaign 
st in 
efits f e pub- 
S ) pene 
Mes gr 
es n Track ) 
ents the various 
* Metro 0 litan agent 
ied render and 





ages’ these services 


more or _less each 
and i I 


them all under the mast- 
‘amily Security Check-up.’” 





Surprises in Check-ups 
1 isi -y is Young & 


e adv eT- 


-d exclusively 
W { vers 
‘ An 


‘urrent economic 
of financial 
Ww C mnt the fami iV 
reads: “Bec ause this 





: yt eet an- 
-e tor Ii s—The 
CI ane e com- 





ieck-up “with the help 
itan man” permits the 
ck this facts; his Social 





urit) me, life insurance, pageion 
plans, savings and other assets. “You 
may be surprised to learn how mach you 








president 
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Wanted: SUPERINTENDENT OF SALES 


Capable of Developing Existing and New Agency Business for Young, 
Aggressive and Dynamic Life Insurance Company in New England. 


Excellent Products. Attractive Proposition for Real Producer! 


STOCK OPTION in Addition to Good Salary! 


th.” is one statement in the copy. Inquire: Eli A. Grossman, Vice President 


are worth,” is one s nent in the copy 
Other comments: 

“You we 
learn wher 





) resp msibilities ; 
you stand; you plan for 





THE GREAT EASTERN LIFE INSURANCE CO. 
10 Dorrance Street, Providence, Rhode Island 


future.” a Mn Mn A A Ml Al, Ml MM, A, A, A, Al, Al, l,l, A, A, Al, A, A, Al, A, Al, Al, Ml, L.A A, A, Al, Ml, A, A A A, Je... te 


In its introductory ad the Metro- 





politan says that every year millions of 
athers | ave heal th check-ups. Yet, mil- 
lions of fathers don’t check up on their 
family’s financial health 

In commenting on whether a father 
really understands his financial picture 
the company’s ad copy asks fathers: 
“How long could your family live as you 
vant them to live?” Another questiot1 





LIFE INSURANCE 


RENEWALS 


PURCHASED ON 
EQUITABLE BASIS 


ees Sccester tao RENEWAL PURCHASE COMPANY 





A motion picture descr 


300 Park Avenue, New York 22, N. Y. 


PLaza 3-2826 








politan’s Family Security 
paign has now been se 
agencies of the company 
The company has a sales 


Mutual Benefit Life 





Ic 












29.000 . 
The a nm in the ‘ture: starts witl Substandard risks will be accepted 
interviews with each ce higher ratings and at higher ages 
-s who politely greet the agent on before, Mutual Benefit Life, Newark, 
lis first approach with the reaction that 2” yunced., lhe company will now 
they are not interested in taking out COVerage in cases involving an extra risk 
idditional insurance req ring mal permanent extra 
In the follow-up approaches, the pros of up to $25 per $1,000 of Ordinary 
t ll of them hers. 1 ; nsurance. Permanent extra rates 
went des be offered in combination with 
Check-up lasses ee and D 
“tive literature illustratinc Within these limits coverage v 
lirect approa hes for use itere 1 at insurable ages 15 to 75. 
he Check-up service meriy the companys maximum age 


60. Temporary extra premiums will « 


ee . tinue to be offered » to $10 per $ 
2 For 1 Lincoln Stock Split {Ordinary live insurance. These rat 
. , al’s boar iin — : 


linary li'e insurance. nese 


B, C, and D premiums. 


Limits of combined ratings for a 
ident ‘Henry ’. Persons has been elected excess of the D classification will 
o the boar . Among promotions, Wil- pend on _ the character of the risk 
iam M. Smith is elected second vice cannot exceed the class D maximum in 


surance limit 





MEN GRAVITATE TO WHAT 
IS BEST FOR THEMSELVES 
AND THEIR FAMILIES 


Harold A, Lanigan, 
All American Life & Casualty Company, 
believes in this philosophy 


12 months’ record of 
H.A.Lanigan* and associates 
in the State of Florida 


All American's outstanding 


Agency contracts and 
e Combined lst Year Paid 
Premiums $275,617.80 

e New A&S Annualized 
Premiums $306,618.59 

e New Life Volume $8,857,782 
e 42 full time representatives 
e Personal earnings in the 
upper five figures 


unusual policies have caused 
over 750 men to join this 
dynamic team. Investigate 
today. Write: E. E. Ballard, 


President. 


ALL AMERICAN 


ee ce 


505 PARK PLACE « ALL lbh 00 of BLDG. 
PARK RIDGE, ILLINOIS 


*Joined All American 
February 1, 1956 


Lh 





Broadens Risk Acceptance 


premium 


may be combined with special class 


Limits for the special class insurance 
for ages at issue of 61 to 75 will be $100,- 
000, $90,000, $60,000, and $40,000 f 
classes A, B, C, and “a respectively. 











Named Associate Actuary 
ee ee : 





ARTHUR C. CRAGOE 


Arthur C. Cragoe has been named 
associate actuary for Franklin Life of 
Springfield, Ill. Mr. Cragoe 


Des Moines, has been associated with 


formerly of 


the actuarial department of Equitable 
Life of Iowa since 1950. He received his 
ree in the Society of Ac- 





tuaries in 1957 and was appointed as 
sistant actuary for the Equitable in that 


Senior Vice Presidents 


(Continued from Page 5) 

of the Special Massachusetts Legislative 
Commission Studying Activities of Acci- 
dent and Health Insurance Companies. 
He is also a council member of the In- 
surance Section of the American Bar 
Association. 

Mr. Lutnicki also serves as a trustee 
of the Andover Newton Theological 
Seminary and of The Opera Group, Inc 
He is chairman of the Lincoln Sudbury 
Region: nT District School Committee, and 
a member of the advisory committee . 
the Lincoln Board of Selectmen, and < 
trustee and member of the malice 
committee of the Minute Man Council of 
the Boy Scouts of America. Mr. Lut- 
nicki is also a member of the Algonquin 
Club, the University Club of New York, 
and the Appalachian Mountain Club. 

Mr. and Mrs. Lutnicki have three chil- 
dren—Anne Louise, Robert Anthony and 
William Howe. 
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Some frank opinions on 
what life is like being married 
to a Nylic Agent 





INCOME HAS TREBLED ... “I confess I was totally 
unprepared and not a little dismayed at the prospect of 
my husband becoming a life insurance salesman. I con- 
sidered that he would have a thankless and strenuous job. 

““T realize now that life insurance is a professional career 
and I am proud that my husband can administer real 


Mrs. Clay Thomas of Kenner, La. says 
that her husband always wanted to go 
into business for himself, so on Novem- 
ber 1, 1945 he joined New York Life. 
Mrs. Thomas goes on to write: 


| HAD THE USUAL WIFELY QUALMS... “Although I 
respected my husband’s ability to succeed, in whatever 
venture he might undertake, I had the usual wifely qualms 
about the outcome. I hated to be the kind of wife who 
holds her husband down, but I'll admit I could just imag- 
ine losing our home and living a ‘hand-to-mouth existence.’ 

“Well, New York Life was the answer. Although my 
husband had no previous sales experience, somehow, from 
the first day he started, his ambitions for unlimited oppor- 
tunities and income have been satisfied. And I have no 
doubts about our present or future security.” 


Lifelong security a 
is the major reason ch 
THE NEW YORK LIFE AGENT 
IN YOUR COMMUNITY Boge 
1S A GOOD MAN TO KNOW | 


why wives say... 


j 


sd 





‘drs. Rosalind Domenitz, Manhasset, N. Y.; When her husband was dis- 
charged from the Army, the Domenitzs faced the question of which 
career he was best suited for. After careful consideration Mr. Domenitz 
decided to come to New York Life. Writes Mrs. Domenitz: 


service to people in this highly important field. My hus- 
band’s yearly income today greatly exceeds that of his 
best annual earnings prior to joining New York Life. 
Today we have been able to furnish a new home and are 
able to afford other lesser luxuries that seemed impossible 
a short time ago.” 


Mrs. Don Hanesworth, Madison, Wis- 
consin, encouraged her husband to give 
up a supervisory position with a public 
utility company in order to start with 
New York Life. This is Mrs. Hanes- 
worth’s story: 


FUTURE SECURITY IS EVERYTHING... “Since Don 
has about trebled his old salary,” says Mrs. Hanesworth, 
“we know it was a wise move. 

“We also have great confidence in the future, because 
of the New York Life compensation plan under which 
agents may qualify for a life income. I think it is far ahead 
of the retirement possibilities of any other occupation. 
This is one thing that sold me on New York Life from the 
beginning. Future security is everything because of that 
plan and because of the unlimited possibilities of income. 
Now, after three years, | am more enthusiastic than ever.” 


New York Life 


Insurance Company 
51 Madison Avenue, New York 10, N. Y. 


A MUTUAL COMPANY FOUNDED IN 1845 


Life Insurance « Group Insurance + Annuities » Accident & Sickness Insurance + Pension Plans 
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Hamilton Life Counsel 


RALPH W. LAWRENCE 


gned last 


» TES! 








R W. I ence, W 
n as a ff member of the New 
York State Insurance Dept., has been 
1 insurat counsel for Hamilton 
Life N \ President John E 
Ke annou 
1 ye 4 ey joined the 
n 1951 as assistant superin- 
s in e liquidation bu- 
é é served as Depart- 
‘ é r any New York 
st a “ommiuttees, in- 
l g intary health 
P S. tection, and 
O S ssignments was as 
é ser ( the National As- 
sociation of Insurance Commissioners, 1n 
le ] rr credit life 
and credit lent and health insurance 
allment buyers 
Mr. Lawrence held various posts in the 
insurance field before joining the state 
ley He garnered nationwide at- 
ter 948 ea n the Fred 
Alle Ss the late 
1 s lis s ag losses in- 
-urred 1iling listen to radio con- 
s orams 
\ side § Manhasset, L. IL, Mr 
Lawrence is a member of the American 
Bar Association, New York County 
Lawyers Association and several other 


ressiona rganizations 


ATLANTIC ALUMNI SEMINAR 
Presented by LIAMA in Haddonfield, 
N. J.; Officers and Executive 

Committee Elected 














R ] es, general agent Mas- 
sachusetts Mutual, Was! ington, D. C 
s elected presider ae 
Alun Ass L rAMA. -eed- 
g Robert I Snowden, manager in 
] € é Me Pp li 
(y C7 \ Aus gene lla 
Life, B klvn, was elected 
de G n S. Mil e! 
Mass husetts Mutual, P a, 
Se rv-treasurer These elections were 
ted at the AAA’s two-day Gradu- 
e Se rin Agency Management pre- 
€ LIAMA i or agen eK ] 
Elected to the canary committ 
luring the meeting were Arthur H. Bi 
ff. general agent, Aetna Life, New Yor! 
City; Andre J Du hesnay pro yvincial 
nanager in Montreal for Northern Life 
vf Canad Ernest A. F ron, man- 
age Silver Spring, Md., for The Pru- 
len 1H. Be ett ities 3 eee, 
ger Phos x Mu 4 Wes Sp rinefield, 
Mass 
The \ I subjects ~overed in the 
seminar included recruiting successful 
age 1 day’s market and agency 
organization, and control production 
yn today’s marke IAM N Seater Con- 


H Yost and Richard E 


Sauder conducted the seminar. 











Loucks Agencies Director; 
Changes by Excelsior Life 


A. Bruce Matthews, president of Ex- 
celsior Life of Toronto, announces a 
number of changes in the company’s 
staff. 

Donald T. Loucks, CLU, becomes di- 
rector of agencies Joining Excelsior 
Life in 1946, he has been general super- 
intendent of agencies and an officer of 
the company since 1959. 


G. H. Mackay is appointed branch 
offices executive and an officer Asso- 
ciated with the company tor over #4 


years, he was named manager of branch 
offices in 1957. 

J. Raymond Crepeau, CLU, becomes 
associate director of agencies. Joining 
the company in 1947, he has been super- 
intendent of agencies (Quebec) since 
1959. He will continue to reside in 
Montreal and supervise Excelsior Life’s 
Ordinary business in the Province of 
Quebec as well as Ottawa, Kingston and 
the Maritimes. 

R. A. Sharpe has been appointed in- 
spector of branch offices. Associated 
with Excelsior Life for nearly 24 years, 
ha was named branch office auditor in 
1954 

James E. Gawley, CLU, has been 
named superintendent of field training 


Beneficial Standard Names 


Press Relations Manager 


New press relations manager for Ben- 
eficial Standard Life of Los Angeles is 
Madge Hammond, formerly with United 
Press International. 

Mrs. Hammond spent five years doing 
public relations work for Oklahoma Bap- 
tists. She worked five years at United 
Press International (then United Press), 
working in Los Angeles, Salt Lake City 
and Oklahoma City bureaus. 

She has worked as a reporter for the 
Los Angeles Herald-Express and Los 
Angeles City News Service. She also 
has sold a number of free-lance articles. 


Joining Excelsior Life in 1956 as an 
agency assistant, he has been supervisor 
of training since 1957. 

John W. MacDougall has been ap- 
pointed manager, Group administration 
(Life and A & H). Formerly associated 
with Aetna Life’s Group operation in 
Canada he will head up this new depart- 
ment. 

William J. Coke, CLU, has been named 
agency assistant. Joining the Toronto 
branch of the company in 1955, he has 
been assistant supervisor, pension trusts, 
in that branch since 1958. 





Call us 


RAN: Woe L 








THEY'RE TAKING 
THEIR HATS OFF 


i 
: 
TO DOMINION’'S 
LEVEL TERM RATES 
| New Discount gives these low premiums 
for $100,000: 
? Age 
J: 35 
Vojo« 
SN 55 ' ' 
20 Year 
Term 
$ 721 ; 


5 Year 10 Year 

Term Term 

$ 453 $ 511 

805 999 

1,825 2,250 
Term 
to 75 
$1,500 
1,520 2,195 
3,316 3,316 


Complete Rate Card Available on Re- 
quest, showing |5 year Term, Term to 
65, Term to 70, Yearly Renewable and 
5 year Renewable Term. 


for further information 


Phone MA 2-5990 


LIFE AGENCY OF NEW JERSEY, INC. 
10 Commerce Court, Newark 2, N. J. 






HEAD OFFICE WATERLOO. ONTARIO 


2nd V. P.-Agencies Manager 





MERTON E. 


SAYLES 


Fidelity Mutual Life of Philadelphia 
has announced the election of Merton E. 
CL: 
manager of 


Sayles, as second vice president— 


agencies. Mr. Sayles was 
previously director of agencies for the 
New England Mutual Life 

A native of New Hampshire, he en- 
tered the life insurance business in 1940 
at Springfield, Vt. 
entered the Army, 
of the war as a first lieutenant. 
served in the Korean War. 

He joined the New England Mutual’s 
Baltimore Agency in 1946 and quickly 
established himself as a substantial per- 
sonal producer. Later becoming a super- 
visor for the Baltimore Agency, he was 
called to the home office of New England 
Mutual in 1949 as agency assistant. 

Mr. Sayles earned his CLU designa- 
tion in 1951 and the certificate in Life 
Insurance Agency Management in 1953 
He became assistant superintendent of 
agencies in 1952, and director of agencies 
in 1954. 

Well known throughout the life insur 
ance business, he is a member of Ameri- 
can Society of Chartered Life Under- 
writers, American Association of a 
versity Teachers of Insurance, and Na- 
tional Association of Life Unde wre 
He is also chairman of the LIAMA sub- 
committee on relations with university 
teachers. 


in Boston. 


Two years later he 
emerging at the end 
He also 


New England Mutual Life 


Liberalizes Underwriting 


New England Mutual Life has liberal- 
ized underwriting requirements for the 
addition of accidental death benefit and 
waiver of premiums to policies already 
in force, including increased limits for 
the use of non-medical questionnaires, 
President O. Kelley Anderson  an- 
nounced. 

An interesting change of procedure is 
that requirements for the addition of 
waiver of premiums will hereafter be 
determined by the amount of the policy 
premium subject to waiver, rather than 
the amount of insurance. 

Non-medical forms for accidental 
death benefit (which since 1959 has pro- 
vided for double the ADB for death 
while a farepaying passenger on a com- 
mon carrier, including scheduled air- 
lines) wiil be accepted on applications 
for additions up to $25,000 ADB at ages 
5 to 30, up to $15,000 at ages 31 to 50 and 
$10,000 over age 50. 


Non-medical forms will be accepted for 
addition of waiver of premium if the 
total premium including riders is less 
than $1,000 per annum at age 15 to 50 
and less than $500 at age 51 and over. 
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Heads Brokerage Agency 


For Connecticut General 


JAMES D. VANDERWAAL 


Connecticut General Life has expanded 
its service to independent general insur- 
ance men in the Philadelphia area 
through the opening of a new brokerage 
gency. 

James D. VanderWaal has been ap- 
pointed manager of the agency which 
will have quarters in the Philadelphia 
Saving Fund Building. 

Before his appointment Mr. Vander- 
Waal was director of brokerage services 
at the company’s Philadelphia branch 
iffice. He joined the company in 1954 
as a group insurance representative and 
later served as district Group manager 
in Charlotte, N. C. Since 1957 he has 
be en with the company’s field brokerage 

rganization. He is a graduate of Drake 
U niversity. 


MAYOR WAGNER KEYNOTER 


Wilt Deliver Opening Remarks at 
Annual Estate Planners’ Day of 
New York CLU Chapter 
Mayor Robert F. Wagner Jr., of New 
York City, will deliver the opening re- 
marks and present the greetings of the 
city to participants in the 13th annual 
Estate Planners’ Day of the New York 
CLU Chapter to be held at Town Hall 
on April 26. It is expected that the 
mayor will officially proclaim this date 
as Estate Planners’ Day in New York 

( ‘ity. 

‘A Practical Approach to Estate Plan- 
ning” is the theme to be discussed by a 
panel of specialists representing the ac- 
counti ng, banking, law and insurance 
interests, Each panel member will relate 
his specialty to estate planning. — 
of the iad will be announced at a late 
date. 

In announcing plans for Estate Plan- 
ners’ Day, Chairman Wilbur Neustein, 
CLU, manager, The Prudential, said that 
“It is intended that this program be edu- 
cations il, stimulating and inspiring, and 

1at it will have valuable knowledge to 
impart to all members of the audience 

herefore we are urging all members of 
the New York Chapter to invite attor- 
neys, certified public accountants, trust 
otfcers, investment counselors, clients, 
prospects, business executives and pro- 
lessional people.” 
Alfred H. Winston, CLU, 
States (Life, is in charge of 
and tickets. 


United 
attendance 


New Dividend Schedule 


_Farmers and Traders Life, Syracuse, 
. has announced a new dividend 
schedule effective January 1. In addi- 
tion to the increased schedule, the inter- 


est rate on accumulations was raised to 
38Y%. 





H. R. Hunke Promoted 


In a general reorganization of the 
agency division of Republic National 
Life of Dallas, H. R. Hunke has been 
named vice president and agency direc- 
tor, according to Clarence J. Skelton, 
senior vice president and coordinator of 
production planning. In his new position, 
Mr. Hunke will have full responsibility 
for the over-all agency development, in- 
cluding branch office, general agency, 
brokerage, accident and sickness, and 


agency training operations, at a time 
when the company is expanding into ad- 
ditional states and placing special em- 
phasis on the development of Ordinary 
business. 

Mr. Hunke joined Republic National 
Life in 1958 as superintendent of agen- 
cies in the general agency division. In 
1959, he became assistant vice president 
and director of general agencies. His 
background includes 14 years of field 
sales experience, legal training and ad- 
ministrative experience in agency man- 
agement. 


Appoint D. T. Winslow, Jr. 

Dale T. Winslow, Jr. has been ap- 
pointed general agent for General Amer- 
ican Life in Springfield, Mo 

A graduate of Western Reserve Uni- 
versity, Mr. Winslow has spent the past 
six years in life insurance sales and man- 
agement. Prior to that, he served " 
major in the Army’s Mes dical Administra- 
tive Corps. 





He is an LUTC graduate and has 
taught both parts of the course 
























FOR YOU 


Well-balanced General 
Agent’s Contract 
providing liberal 
overwriting and liberal 
expense allowance. 


PLUS 


Friendly, effective Home 
Office assistance to help 
you in your Recruiting, 
Training, and Agency 
Building Program. 


AGENCY-BUILDING OPPORTUNITIES in: 
Alabama, Arizona, California, Delaware, Florida, 
Georgia, Illinois, Indiana, lowa, Kansas, Ken- 
tucky, Maryland, Michigan, New Jersey, North 
Carolina, Ohio, Pennsylvania, Texas, Virginia, 


Washington, D.C., and West Virginia. 


33 STRIKE IT RICH! 


You can “Roll a Strike” every time with Columbus 
Mutual’s Agent’s Contract, Induction Program, 
and Sales Packages —because your agents make 


Vested Renewals. 





Agent's Contract 
Induction Program 
Sales Packages 





COLUMBUS MUTUAL | 


| Life Insurance Com 
Columbus 16, Ohio - 
| Frederick E. Jones, President Fred Cc. Adams, Sup’t. of sie 





Free Group Life Insurance. 


money and you make money with: 


jr, Commissions on Leading Par and Non-par Policy Contracts. 
d scshe Lifetime Compensation in Service Fees. 


| J soo -Contributory Pension Plan. 


New Induction Program — completely flexible for 
new agents, established producers, and brokers alike. 


Profitable, success-proven Sales Packages. 
Practical, easy-to-use Visual Presentations. 


Streamlined Rate Books for 
Maximum Production in Minimum Time. 


Unexcelled Aut-O-Check 
and Check-O-Matic 
premium payment plans. 


f 









Page 10 








February 17, 1961 








Gerald Rosner 





GUARANTEED RENEWABLE AC- 
CIDENT AND HEALTH is today con- 
sidered basic, personal protection. Your 
clients depend on you to see that their 
mantle of protection is complete. Let me 
tell you about our modern, flexible plans, 
that may be CUSTOM-TAILORED to 
fit any need. Call me today! 


GERALD ROSNER 


JAFCO 
LIFE AGENCY, INC. 
MU 4-5779 


General Agents 


EMPIRE STATE MUTUAL LIFE 
INSURANCE COMPANY, Jamestown, N. Y. 





Washington National Names 
Theo Heckel a Director 


Theo Heckel, vice president in charge 





f the Group department of Washington 
Nat al Evanstor n, Ill., was elected to 
the board of direc ‘tors at the recent an- 


nual stockholders’ meeting 

Mr. Heckel is a 36 year veteran of 
} m National. Educated at Her- 
bon ie ollege in Nel oraska, he began his 
insurance career wi rking in Washington 
National’s claims and underwriting di- 
visions, then spent six years in the field 
as supervisor of Group operations in 
Minnesota. After a series of promotions, 
he was made a vice president in 1953, 


Smith Joins Mutual Trust 

Donald J. Smith of Michigan City, 
Ind., has joined Mutual Trust Life as 
sales training manager His appoint- 
ment to the newly-created position was 
announced by Raymond Olson, president. 


He will be based in Mutual Trust's 
home office, Chicago. 

Mr. Smith holds a bachelor of arts 
degree from the University of Miami, 


has studied law and took eeente work 


in business administration. He also has 
served as an instructor in pu blic speak- 
ing and conference leadership at Pur- 


due University. He 
ance field in 1952 


enter¢ "d the insur- 


Indianapolis Life Sales 
Volume Increased by 10% 


Indianapolis Life’s sales 
1960 was the highest in the company’s 
55- —- history, Agency Vice President 
Arnold Berg announced. Volume for the 
year was $84,773,142, an increase 
proximately 10% over 1959 
force reack hed $495,187,218 at the year- 
end, with the gain in that area also rep- 
resenting an all-time high. 

Assets at the year-end were over $126,- 
000,000, with a surplus of more than $11,- 
000,000. 

Top agency for the year was the Nate 
Kaufman Agency, Shelbyville, Ind., which 
has maintained that distinction for five 
consecutive years. The top individual 
agent for the year was Ken Urso of 


Madison, Wis. 


volume for 


of ap- 
Insurance in 


State Mutual Life 
Home Office Changes 


PHELPS MADE VICE PRESIDENT 





Lyons and Shaw Advanced; Barham, 
Fedeli, Loubier and Ostergaard 
Are New Company Officers 





four 


Three vice 


new officers, 


presidential changes, 
and several other promo- 


tions were announced by State Mutual 


Life of America. 
Edson D. Phelps was named a_ vice 
president of the company. Hz ad V. 


Lyons was advanced to se cond vice pres- 
ident and Group actuary, while Wallace 
R. Shaw became a second vice president. 
Mr. Lyons will head the new Group ac- 
tuarial division, while Mr. Shaw will di- 
rect the new Group marketing division. 
The four new officers are Thomas C. 
Barham, III, manager, research depart- 


ment; Frederick Fedeli, Jr., assistant 
treasurer; William A. Loubier, manager 
of advertising; and Robert A. Oster- 


gaard, assistant treasurer 

Other company officers 
branch-head status were Everett F. 
Greenleaf to director, Group claim 
branch; John G. Ledin to director, field 
organization development; Russell H. 
Smith, Jr. to associate Group actuary, 
and Robert A. Breidenbach, Donald C. 
Day, Donald R. Lawrenz and Alfred P. 
Morrissey—all superintendents of Group 
sales. 


advanced to 


Other home office changes include: 
Harry J. Batcheller to manager, costs 
and budgets department; John E. Bur- 
goyne to assistant manager, policy serv- 
ice department; Robert P. Goodell, Jr. 
to assistant manager, agency planning; 
Francis E. Hartnett to assistant direc- 
tor, Group claim branch; Peter A. Jensh 
to assistant purchasing agent; Zarvin J. 
Kasparian to manager, Group actuarial 
department; Michael J. Korjeff to se- 











COULD IT BE TRUE? 


A Connecticut Life Insurance Company offering up to 
103°, first year commission — it sure is! We also pay 








# aE another 45°, in renewals over the next six years. If you 
‘aE = want more information on how to step up to your own 
ng Agency, contact—David G. Hunting, C.L.U., Agency 
Vice-President. 
SECURITY-CONNECTICUT LiFe INSURANCE COMPANY 
170 Whitney Avenue @ New Haven 5, Conn., Dept. 170 
curity analyst; J. Kedric Thayer toman- in the following year. He was named 


ager of sales promotion; Walter D. 


Wilde, Jr. to Group actuarial supervisor. 
Careers 
Mr. Phelps joined State Mutual in 


1937, then served four years in the Army 
during World War II. Upon his return 
to the company he became planning 


analyst in 1946. He joined the personnel 
department in 1948 and three years later 
was advanced to assistant personnel di- 
rector. He was named personnel direc- 
tor in 1952, an officer of the company in 
1953, superintendent of administration 
in 1956, and second vice president in 


1958, 
A graduate of the University of Tor- 
onto and a native of Ottawa, Canada, 


Mr. Lyons was employed by Canada Life 
and Pan American Life before joining 
State Mutual of America as actuary for 
the Group division. 

After graduating from Rutgers, Mr. 
Shaw was associated with The Pruden- 
tial from 1935 until 1951 with the excep- 
tion of four vears in the Army during 
World War II. In 1952 he joined New 
York Life as a district Group supervisor, 
then was promoted to regional manager 








General Agent. 


underwriting. 





FIELD SUPPORT 
THAT MEANS 
SOMETHING 


Fidelity Mutual operates on the belief that progress 
is dependent on the welfare and success of every Agent and 


Our trained staff of field-experienced counselors helps 
achieve this welfare and success. Each member of our 70 
agencies has frequent opportunity to tap the experience of 
these traveling envoys — to confer on his efforts, aspira- 
tions, successes — and frustrations. 


This kind of support explains, in part, the high morale 
of our field force and the outstanding job it is doing in life 





thre FIDELITY MUTUAL LIF 


ON THE PARKWAY AT FAIRMOUNT AVENUE * PHILADELPHIA 


Insurance 
Company 








manager of State Mutual’s Group sales 
department in 1955, then was promoted 
to assistant Group secretary in 1959 and 
to Group secretary last year. 


Mr. Barham graduated from Williams 
College in 1953 and was employed for a 
year as instructor of mathematics and 
physics at Worcester Polytechnic Insti- 
tute. He joined State Mutual’s mathe- 
matical department in 1954, then became 
assistant manager of the research de- 
partment in 1957 and manager the fol- 
lowing year. 

A native of Worcester, Mr. Fedeli 

graduated from Dartmouth College in 
1953. He received his M.B.A. degree from 
the Amos Tuck School of Business Ad- 
ministration in 1954, After two years in 
the Army he was employed by the State 
Mutual financial division in 1957 and was 
named a security analyst last year. 
_ Mr. Loubier received his BA degree in 
journalism from the University of Maine 
in 1951, then worked as a reporter for 
the Waterville Morning Sentinel prior 
to service in the Army during the 
Korean War. He was hired by State 
Mutual as sales promotion assistant in 
1954, was named editor of field publica- 
tions in 1956, and manager of advertis- 
ing and field publications in 1957. 

Mr. Ostergaard, a native of Worcester, 
received his B.B.A. degree from Clark 
University cum laude in 1952, served in 
the Army for two years, then attended 
graduate school at the University of 
Massachusetts for a year. He joined 
State Mutual’s mortgage loan branch in 
1955 and was named a mortgage analyst 
last year. 


N. Y. Life Names Two New 
Managers; Tranfers Three 


New York Life has appointed two new 
general managers and transferred three 
present ones. Frederick Stoutland, who 
has been a management assistant, will 
take charge of the Manhasset, New York, 
general office, replacing General Man- 
ager Thomas Tsaggaris who will go to 
the Fordham office in the Bronx. Thomas 
Covington, also a management assistant, 
will become general manager of the com- 
pany’s newly-established Peachtree of- 
fice in Atlanta. 

William Bargmann, who has been in 
a of the Calgary office in Alberta, 

Canada, will move to the Lake Superior 
office in Duluth, Minn., replacing Burton 
Hawley. Mr. Hawley will manage the 
Nicollet office in Minneapolis. 


Dix Teachenor Dead 

Dix Teachenor, Sr., widely known 
Kansas City Life insurance saan long an 
agent of Kansas City Life, died Jan. 26 
after an illness of several months. 

He was a Charter member of the Mil- 
lion Dollar Round Table as well as a Life 
member and had the distinction of hav- 
ing written more than a million dollars 
in premiums in a single year. He re- 
ceived the Chartered Life Underwriter 
designation in 1934 

He is survived by his widow, Mrs. Lil- 
lian T. Teachenor; a son, Dix Teach- 
enor, Jr.; two daughters, Mrs. Francis 
D. Franklin, and Mrs. Delores Denney, 
and seven grandchildren. 
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L. B. Stone President 
Phoenix Mutual Life 


BENJAMIN HOLLAND CHAIRMAN 





New Chief Executive Officer, Graduate of 
Yale Law School, Joined 
Company in 1931 





At the annual meeting of directors of 
Phoenix Mutual Life held Monday at 
Hartford, Lyndes B. Stone was elected 
president and chief executive officer of 
the company to succeed Benjamin L. 
Holland, who becomes chairman of the 
board. Mr. Stone has served as execu- 
tive vice president since 1956 and be- 





Fabian Bachrach 
LYNDES B. STONE 


comes Phoenix Mutual's tenth president 


in its 110-year history. 

Graduating from University of Kan- 
sas with Phi Beta Kappa honors, Mr. 
Stone received his LL.B. from Yale Law 
School in 1930 and joined Phoenix Mu- 
tual’s legal department the following 
year. He was named head of the mort- 
gage loan division in 1936, elected second 
vice president in 1950, and vice presi- 
dent in 1954. In 1956, in addition to being 


made executive vice president, he was 
elected a director. 


Mr. Stone is a — of the Mechan- 
ics Savings Bank and a Seca of the 
Phoenix of Hartford Insurance Com- 
panies, the Greater Hartford Chamber 
of Commerce, the Hartford Rehabilita- 

ion Center and Children’s Services of 
C mnecticut. He is an associate director 
of the West Hartford branch of the 
Connecticut Bank and Trust Company 
and a trustee of Kingswood School. 

Mr. Holland, newly-elected chairman 
of the board, has served as Phoenix 
Mutual’s president since 1948. Under his 
guidance the company has enjoyed out- 

standing gains, with particular emphasis 
on insurance in force. During his ad- 
ministration this item has more than 
doubled and currently stands at the two 
and a half billion dollar mark. 

A graduate of the college and law 
school of the University of Kansas, Mr. 
Holland holds the degree of Doctor of 
Laws from the Yale Law School. He 
joined Phoenix Mutual’s law department 
in 1924 and was advanced successively 
to associate counsel, vice president and 
counsel, and executive vice president and 
counsel. He has been a member of the 
board of directors since 1944. Mr. Hol- 
land is a past president of the Life In- 
surance Association of America and the 

author of widely read articles on the 
leat aspects of life insurance. He is a 
director of the Connecticut Bank and 
Trust Co., and a trustee of Mechanics 
Savings Bank. 


Prudential Moves Toward 


Variable Annuities Issue 


Directors of The Prudential this week 
decided to apply to the Securities and 
Exchange Commission at Washington for 
permission to sell variable annuities. 
Actual filing would be several weeks 
away. 

OPEN ZURICH LIFE OFFICE 

The Zurich-American Insurance Com- 
panies opened a Zurich-American Life 
branch office in Pittsburgh. 


North Central Life Names 
David Newton PR Director 


David H. Newton has been appointed 
director of advertising and promotion 
for North Central Life of St. Paul, Rob- 
ert R. Masterson, vice president and 
sales manager announced. 

Mr. Newton, who has a 17-year back- 
ground in advertising and promotion was 
previously associated with Northwest 
Orient Airlines, Telex, Inc., and Weyer- 
haeuser Co. 





Late News 
Life Managers Association of Greater 
New York will be addressed at Hotel Astor 
February 23 by Herbert J. 
berger, noted psychologist. 


Freuden- 


Halsey D. Josephson, general agent, 
Connecticut Mutual Life, New York City, 
and an editor of Probe, is author of a new 
book: “Discrimination—a Study of Recent 
Developments in American Life Insurance.” 
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KEYS 10 SUCCESSFUL SELLING 


THE KEY COMPANY... 








F ield associates of “The Key 
Company” know that selling is 
easier with the “Key to Security” 


personal programming service. 


They know that it opens doors, 
holds and builds interest, and 


closes sales. 


They know, too, 


that it results in greater amounts 


and larger premiums with better 


persistency. 


The “Key to Security” is just 
one of the many reasons why 
Equitable Men know they can 
grow with “The Key Company.” 


Equitable Life 


of lowa 


FOUNDED 1867—DES MOINES 
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Ashbrook is Chairman 
Copeland President 


OF NORTH AMERICAN LIFE 


Paul McNamara Co-Chairman of Exec- 
utive Committee; Other Staff Changes 
By Chicago Company 


North American Life of Chicago has 
elected Charles G. Ashbrook, chairman 
7? the board; Leslie O. Copeland, pres- 


ident; Paul McNamara, co-chairman of 
the executive committee; Arthur C-. 
Rooney, on ive vice president and 
general counsel; and William A. Kufeldt, 


secretary 


Paul McNamara, son of the founder, 


L. O. COPELAND 


started 


1916, 
and 


with the company in 
president from 1950 to 1955, 
man from 1955 to 1961. 
Charles G. Ashbrook 
American Life in 1921 im 
graduation from Denison 
h institution he is 
became president in 


was 
chair- 


joined North 
nediately upon 
University (of 
now a trustee) 
1955 





Leslie O. Copeland started with the 
company in 1931 following graduation 
from University of Iowa. He became 
executive vice president in 1958. 





also a veteran of 
Company became 
and yun- 


ea ¢ poney, 
with the 
1 general c 
sel in 1958 
William A. Kufeldt, formerly 
secretary, replaces Har 
CLU, as secretary, Mr. 


y assistant 
Id O. Cedarholm, 
Cedarholm had 


re Wood Dies 


Di mS WwW ood, former manager, life 
underwriti Gene ral American Life, 
died recen an extended illness 
He became d with the company 
in 1923 after education 
at the University of ois and Wash- 
University. 









associatec 
ao 1 
competing fis 


[lin 








Mr. Wood was an Associate of the 
Society of Actuaries and a member of 
he Home Office Life Underwriters and 
f the Institute Home Office Life 
Underwriters He was a past president 
of 1 mpanys Shield and Win 
Council, ‘and had served on its junior 
board of directors 

He is survived by his wife, a daughter, 
Mary Jean Wood, and son, Broth 


Robert D. Wood, a lay br 


Catholic Church 


ther of the 


Win Midland Mutual Awards 


Highest awards for individual achieve- 
ment during 1960 among agents of Mid- 


land Mutual Life have been won by 
Ralph E. Beard of Fort Wayne and F. 
Howard Berns of Minneapolis. 


Mr Beard is the 
of the Year” for the second straight time 
and Mr. Berns has earned the “First- 
Year Star” award. 


company’s “Man 








Fabian Bachrach 
ASHBROOK 


cS ae 


ty years in the life insurance business 
thirty years with the North American 
Life. 

| mald D. Rogers, CLU, vice president 
and director of agencies, was elected 
the board of directors to fill the vacancy 
caused by Mr. Cedarholm’s reti rement. 


R, M. Meyer, a veteran of t hirty years 
with the com any, was appointed as- 
stant secretary; and T. J. McInerney, 


alas a member of the company’s Quarter 
Century Club, was appointed Director of 
Personnel. 

Mr. Ashbrook, 
stockholders at 
February 14, 1961, 
insurance _ sales 
28.9% increase 
high. 

Life insurance in 


$41 040,005, 


in his report to the 
heir annual meeting 
advised that new life 
were $86,554,544, as 
over 1959, the previous 


force increased by 
bringing the total life in 
surance in force up to $328,505.336. The 
company’s life insurance in force has 
doubled in the past six years. 


Mortality experience for 1960 was 
40.4%. The company’s assets now total 
$53,093,548; and capital and surplus, $4,- 
585,929. 


LIFE WITH 
PROVIDENT 


“And in closing, may | 
state that my examination 
of the subject from every 
standpoint led me to the 
selection of Provident.”’ 











PROVIDENT LIFE © ACCIDENT © SICKNESS 


LIFE AND ACCIDENT 


—Yesuceance OUYOANY 
Ae ee 








SUPERVISOR WANTED — 


Must have good record personal production. Salary and commission. Established 
agency of large company. Our agents know of this advertisement. 
2883, The Eastern Underwriter, 93 Nassau St., New York 38, N. Y. 


For Recruiting and Training 


Reply Box 








Equitable Society Makes 
Three H. O. Appointments 


Three appointments have been 
Equitable Society. 

CLU, was 
supervisor of the management 
program. Formerly 
ing consultant, he 
company 37 years. 


new 
announced by 
named 
training 
management train- 
has been with the 


Robert Brownell, 


manager in the 
department was 
formerly cashier 
After graduation 
College in 1947 Mr. King 
Equitable as an assistant 
Boise. 

Manuel Rodstein, M.D. was named as- 
sociate medical director. Formerly on 
a part-time basis in a similar capacity 
Dr. Rodstein has written and lectured ex- 
tensively on cardiology, is a Fellow of 
the American College of Physicians, Dip- 
lomate of the American Board of In- 
ternal Medicine and a Fellow of the New 
York Academy of Medicine. 


Appointed assistant 
home office cashiers’ 
Paul M. King, CLU, 
at San Diego, Cal. 
from Idaho 
joined the 
cashier in 


Joins Kentucky Central 


1arles H. Thomas as 
relations of Kentucky 
Accident has been an- 


Appointment of Cl 
direct or of public 
Central Life and 


nounced by President Garvice D,. Kin- 
caid. 

Mr. Thomas will direct overall public 
relations activities of both Kentucky 


Accident and its new 
Kentucky Cen- 
the Insurance 


Central Life and 
fire insurance subsidiary, 
tral. Managing editor of 


Field for ten years Mr. Thomas for the 
past year has been director of research 
and public relations for Louisville Cen- 
tral Area, Inc., private Louisville down- 
town planning and development organ- 
ization. Prior to that he was director of 


economic research for the Kentucky De- 
partment of Economic Development. 








i 


HOSPITAL ® SURGIC 


Cou 


Ale MEDICAL 





Vice President-Treasurer 
California-Western States 





MAURICE H. 


EVANS 


California-Western States Life of Sac- 
ramento has elected Maurice H. Evans, 
formerly second vice president and as- 
sistant treasurer to be vice president 
and treasurer succeeding Stuart Fagan 
who has retired after serving twenty-five 
years both in the field as a mortgage 
loan office manager and in various posi- 
tions in the home office. 

In other changes Dorvan R. Johnson 
was advanced to second vice president 
and assistant treasurer and assistant sec- 
retary; Norman L. LaMar to assistant 
treasurer and assistant secretary; and H. 
E. Thorsteinson, assistant secretary. 

Mr. Evans joined Cal-Western Life in 
1948 and has been associated with the 
investment department since that time. 
He was elected second vice president and 
assistant treasurer in 1958 and manager 
of the mortgage loan operations, admin- 
istering a $120-million portfolio of 
properties located throughout the west. 


Eastern Life of New York 
Sets Sales Record in 1960 


Victor Whitehorn, president of East- 
ern Life of New York reports that the 
company’s paid-for insurance in 
showed a record gain of 40.7% over 
1959, substantially above the percentage 
gain by the industry. 

Eastern’s new business for 1960 rose 
to a new high of $52,485,989, compared 
with its 1959 total of $37,288,612. Insutr- 
ance in force at the year-end was $177,- 
019,219, compared with $143,413,112 at 
the end of 1959, 

In a statement Ned L. Pines, board 
chairman of company, said: “Our pros- 
pects for 1961 are $70,000,000 in paid-for 
business, with insurance in force rising 
at the end of this year to well over $200- 
000,000.” 


National Travelers Gains 


National Travelers Life, Des Moines, 
announced the best month in the com- 
pany’s history in January, with an in- 
crease over 40% in both health and life 
applications, compared with January, 
1960. Life insurance written in January 


was $8,281,633. 
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Made Philadelphia Manager 


Pes eT pre pe - Se 


DAVID W. WETHERILL 


David W. Wetherill has been appointed 
manager of the Philadelphia branch 
office of Occidental Life of California. 
Mr. Wetherill, who has been seven years 
in the Philadelphia office, joined the 
company as an agent, was made assistant 
manager two years ago, and has been 
acting manager since April, 1960, when 
branch manager John A. Allison was 
made second vice president and trans- 
ferred to the home office in Los Angeles. 

\ native of Philadelphia Mr. Whether- 
ill received a bachelor’s degree in econ- 
nnics at Wharton School, University 
of Pennsylvania. He was in the Air 
Force for nearly three years. 


MASS. MUTUAL LEADER 
J. J. Edelstein Delivered $29 Million 
Group Volume; $2,327,500 Ordinary 
For New Company Record 

Joseph J. Edelstein, CLU, representa- 
tive of Massachusetts Mutual Life on 
Long Island, was the company’s leading 
Group producer for 1960, and has estab- 
lished an all-time company high for 
combined Ordinary and Group produc- 
tion. 

Mr. Edelstein delivered $29 million of 
Group volume, leading the company’s 
2,000 representatives in Group produc- 
tion. His largest single case during the 
past year involved $22,986,571 of Group 
volume credit on 6,300 employes. 

In addition, Mr, Edelstein ranked 
ninth in the company in Ordinary vol- 
ume for the year with $2,327,500, making 
his combined production of Ordinary 
and Group insurance over $31 million 
which established a new record for a 
company representative. 

A native of Brooklyn and a graduate 
of St. John’s University where he re- 
ceived his LL.B degree in 1942, Mr. 
Edelstein joined the Long Island agency 
of Massachusetts Mutual in 1951. He 
became a member of the Million Dollar 
Round Table in 1954 and qualified as a 
life member in 1956. Mr. Edelstein re- 
ceived his CLU designation in 1954 and 
is a past president of the Long Island 
Chapter. A member of the New York 
bar since 1942, he has served as a con- 
sultant to the insurance committee of 
the 10th District of the American Dental 
\ssociation acting as advisor on matters 
dealing with life insurance and estate 
planning. 


Northwestern National 
Has 34% January Gain 


Sales of new life insurance by North- 
western National Life in January topped 
the same month ofa year ago by 34%. 
otal sales were $16,349,000, for the best 
January in Northwestern National’s his- 
tory, 





New Test to be Used 
In Heart Disease Study 


A new and simplified way to measure 
blood cholesterol will be used in a broad 
survey to be made by Nationwide Life. 
The study will furnish extensive statisti- 
cal data on the suspected relationship of 
cholesterol to coronary heart disease. 

Cholesterol is a basic component of 
the blood. In excess amounts it is sus- 
pected by medical authorities of con- 
tributing to arteriosclerosis, an ailment 








commonly known as “hardening of the 


arteries’—a major kind of cardiovascular 
disease. 

Dr. Donald E. Yochem, vice president 
and medical director of Nationwide Life, 
developed the new method for measur- 
ing cholesterol concentration and will 
direct the study. The survey will ex- 
amine cholesterol levels in over 10,000 
persons within the next five years. 

The company expects the study to be- 
come one of the largest of its-kind. It is 
being conducted in cooperation with 
about 400 private physicians. 


ON 


Now Management Consultant 

J. Keith Williams, general agent in 
Sacramento for the New England Mutual 
Life, has been appointed to the newly 
created position of agency management 
consultant in the company’s home office 
in Boston, it was announced by Pres- 
ident O. Kelley Anderson. He has been 
succeeded as agency manager by Don 
W. Parker, who has been associated with 
the Williams agency since 1955 and has 
been sales director for the past two 
years. 


50 and 9°*°* 


ONE YEAR MODIFIED WHOLE LIFE 


(MOD. 1) 


e 50% Commission First Year 
¢ 9 renewals @ 10% 


Fully vested « Lifetime service fee 


Ctizens Lie INSURANCE COMPANY of NEW YORK 


For further information on this and other “New For ’61”’ plans, 
contact any of these General Agents in the Metropolitan area: 


LILLIAN F. DOUGLASS AGENCY 
11 W. 42nd Street 
New York 36, New York 
BRyant 9-3214 


NEW YORK CITY 


Suffolk County—SAyville 4-2424 


DANIEL COHEN AGENCY 
60 E. 42nd Street 
New York, New York 
YUkon 6-8450 


ARTHUR ROSENBERG AGENCY 
7309 Third Avenue 
Brooklyn 9, New York 


TErrace 6-5000 


SAMUEL GORE AGENCY 
47 Broadway 
West Hempstead, New York 
IVanhoe 9-6268 


MARSHALL A. RUBENSTEIN AGENCY 


BROOKLYN 
KEARNS & McCOURT 
LIFE ASSOCIATES, INC. 
375 Jay Street 
Brooklyn, New York 
ULster 8-7100 


LONG ISLAND 


85 North Broadway 


Hicksville, New York 
OVerbrook 1-4540 


LIEBOW-KURZ ASSOCIATES, INC. 
58 East Route 59 
Nanuet, New York 
NAnvet 3-3911 


SASSOON E. KASHI 
116 Nassau Street 
New York 38, New York 
BArclay 7-3568 


GREEN ACRES ASSOCIATES, INC. 
95 Madison Avenue 
New York 22, New York 
MUrray Hill 5-4467 


R. M. TESSITORE 
172 Avenue U 
Brooklyn 23, New York 
COney Island 6-1233 


DUNETZ AND PANETTA 

2466 N. Jerusalem Road 

North Bellmore, New York 
CAstle 1-6010 


DANIEL B. DePONTE 
Suite 207 
Meadowbrook National Bank Bidg. 
732 Sunrise Highway 


Baldwin, New York 
BAidwin 3-5810 


NEW JERSEY AND ROCKLAND COUNTY 


MATHEW R. DeSOTTO & ASSOCIATES 
339 Broad Avenue 
Palisades Park, New Jersey 
Windsor 4-7766 


New York City—YUkon 6-8225 
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Occidental Life Plans $25 Million 
Occidental Center For Los Angeles 


| 
Mbit 
tha 
bitiiy 
ttn, 
hin 
ieee TT 
“Ul iia, 
uy 


‘akin, 


Los Angeles—Construction of a $25,- 
000,000 Occidental Center—a complex of 
new buildings including a 25-story tower 
on 12th Street between Hill and Olive 
remodeling of its present head 
was announced by Occidental 


Hi race W Brower, 


nF ee 
president, 





Life of California 
Occidental 
planned and 


eahnnen coded ahaa 
: ] 





lesigned by the architectural firm of 

William I & Associates and 
h construction will commence im 
nediately Occidental Center will in- 
ude 


What Center Will Include 


1. Immediate construction 


tf a nine 

story building on the northwest corner 
12th and Hill Streets 

2. The ultimate ere n of a soaring 

25-story office tower building on _ the 

n eas r€ yf 12th and Olive Streets 

tached to the new nine- 








3. Cons a five-story parking 
structure at a site to be announced in 
1e near future 
ee ( 1€ ym 
any headquarters 
ted between Br 
vay ted upon com 
letior story building 
Occide permission to 


structur 











wn Los 
nve 
: 
consulting 
he com 
7 nanded new } ina ¢ : 1 
VS expanded new eadquarters in the 





Angeles area 





The decision te main on 12t] 

S t between Br and Olive was 

pr ated on the tion that this 
Cc represents the focal point 


new urban community that is 
the axis between t] 
enter and the cultural-recreational 
center represented by the University of 











liseum, Sport 

in Exposition 
aid. “Of equal 
nincance in our study was the impact 


eways presently under construc- 








tion will have on the future growth of 
downtown Los Angeles—especially the 
area between Olympic and Venice Boule- 





vards.” The new Santa Monica freeway, 
which parallels Venice Boulevard and 
will cross the Harbor freeway, will 


event ry 
around tt 


complete a freeway loop 
» downtown district. This loop 
will aaa vehicles to have free and 
easy access to the southern perimeter 
of downtown without traveling through 
the congested interchange system. 
“The new freeway system will make 
Occidental Center immediately accessible 
from all sections of Greater Los Angeles 
both by automobile as well as all forms 
of public transportation,” Mr. Brower 
pointed out 
The study also included evaluation of 
he present and future space require- 
ments and facilities. of Occidental, now 
the nation’s 11th largest life insurer and 
the largest life company in the Western 
United States. 


4 


Service Center 

Initial phase of the huge development 
will be the construction of the nine- 
story service center, adjoining the exist- 
ing Occidental building to the west 
Designed especially to house those de- 
partments of the firm engaged in elec- 
operations, 


ronic processing and allied 

1e structure will contain approximately 
240,000 square feet of floor space with 
two floors devoted entirely to the latest 
automated data-processing equipment 
The first two floors will be recessed back 
from the street, creating a covered pe- 
lestrian promenade and a pattern of 
vertical fins and horizontal sun-shaders 
will provide sun control for all offices 

Also included the initial phase will 
ve the construction of a five level garage 
at a nearby site which can be expanded 
horizontally to accommodate an ultimate 
total of more than 700 vehicles 


} 





The nine-story service structure is 
scheduled for completion in January of 
1963. At this time the existing Occidental 
headquarters structure will be completely 
modernized, air-conditioned and the site 
landscaped to conform with the Occi- 
dental Center outside planting theme. 

The final of the total Occidental Center 
project will be the erection of 
story tower structure to the 
and connected to the nine-story 
building. The tower will have 
space of 500,000 square feet. 
this phase 
date 


the 25 
west of 
service 
total floor 
Timing for 
will be determined at a later 


General contractor will be William 
Simpson, structural engineers—Brandow 
and Johnson and mechanical engineers— 


Ralph E. Phillips. 


Canada Life ’60 Sales 
Close to $600 Million 


BILLION 


HAS $4.487 IN FORCE 
President E. C. Gill Reviews World 
Economic Situation; Company 


Assets at $712,274,000 


Canada Life reports new business sales 
last year amounting to $588,479,000 down 
somewhat from the record $618 million 
in 1959 yet it was $104 million more than 
in 1958. The total was made up of $360 
million Ordinary, nearly $184 million 
Group and more than $4 million of an- 
nuities. Group health insurance had a 
gross annual premium of $5 million. 
Last year the company increased its in- 
surance in force by $450 million to a 
total of $4,487 million made up of life 
insurance $3.841 million and annuity busi- 
ness of $646 million. Total assets stood 
at $712,274,000. Interest earned on in- 
vested assets after investment expenses 
was at the rate of 5.05%, the highest 
rate in 25 years. 


President Gill’s Comments 


President E. Gill in his annual re- 
port discussed oa economic situation in 
Canada, United States and the general 
world economic aspect. As to the United 
States he said in part: 

“On trading account the United Sttaes 
is a ‘creditor’ nation in that it exports 
more goods and services than it imports. 
Despite a decline in 1959, the sharp im- 
provement in exports during 1960 will 
produce a surplus of $4 billion. 

“This demonstrates the inherent strength 
of the United States’ trading position 
Since 1958 remitted earnings on private 
investments abroad have exceeded the 
outflow of private funds. The weakness 
lies in the vast expenditures abroad in 
foreign aid and defense programs. These 

have amounted to $110 billion in the last 
15 years and have produced overall def- 
icits since 1948. 


“Until recently it was these deficits 
which enabled other nations to balance 
their adverse trade position with the 
pg States. With the strengthening 


Western European economies, 
a have built up reserves of United 
States dollars. While some have been 
willing to hold the increased balances, 
others have converted the additional 
dollars into gold or other currencies 

“In a world with freer trade and sev- 
eral hard currencies, monetary man- 
agers now have to maintain a delicate 
balance between domestic aims and bal- 
ance of payment requirements, In the 
United States, easier money policies ap- 
propriate to the domestic scene stimu- 
lated an outflow of short-term funds 
seeking the higher yields available in 
other money markets and thus aggra- 
vated the situation. Speculation on a de- 
valuation of the gold content of the dol- 
lar caused a flurry on the London gold 
market which emphasized the problem. 

“Without dismissing the fact that no 
nation is immune to elementary laws of 
economics, the truth is that we are 
operating an expanding world economy 
on a very imperfect system of interna- 
tional payments and monetary reserves. 
It is time that serious thought be given 
to a reconstruction of the system. Un- 
fortunately, it is probably impossible to 
obtain any consideration of the whole 
problem until we have a payments crisis 
forcing one of the major powers to take 
drastic action to protect its currency.” 


many 


Plan 25% Stock Dividend 

Directors of Protective Life, Birming- 
ham, Ala., has recommended payment of 
a 25% stock dividend, according to an 
announcement by Col, William J. Rush- 
ton, president. The recommendation will 
be voted on at the annual stockholders 
meeting February 23 

Protective Life now has a capital of 
$4,000,000 and surplus and contingency 
funds in excess of $18,000,000, Col Rush- 
ton announced. The proposed stock di- 
vidend would increase shares outstanding 
from 800,000 to 1,000,000 and the stated 
capital from $4,000,000 to $5,000,000. 





Group Supervisor for 
White & Winston, Inc. 


SIMON R. TRAPANI 


White & Winston, Inc., general agent 
for United States Life at 342 Madison 
Avenue, New York, announces the ap- 
pointment of Sam Trapani as Group 
supervisor for the agency. 

Mr. Trapani began his life insurance 
career in 1942. For the past four years 
he has been a personal producer special- 
izing in Group sales for United States 
Life. 

Mr. Trapani, a native New Yorker, 
was graduated from the Alexander High 
School in Brooklyn and attended St. 
Johns University. During the course of 
his career he has become well known 
in New York for his work with Group 
producers. Mr. Trapani was a member 
of the first LUTC class in 1947. He is 
a member of the Group Supervisors As- 
sociation. 


Guardian Life Had Record 
Sales, New High Earnings 


Record-breaking sales and a new high 
in company net earnings marked Guar- 
dian Life’s Centennial Year, President 
John L. Cameron has announced. He 
reported that sales of new life insur- 
ance, including additions to existing pol- 
icies, exceeded $310,000,000. Individual 
insurance sales, at $234,505,000, showed a 
gain of nearly $7 million over 1959, and 
Group sales were up more than $16 mil- 
lion. Life insurance in force at the year 
end amounted to $1,952,310,000 an in- 
crease of 9.8% for the year. Sales of 
individual health insurance were up 
13.8% and of Group health lines, 67.8% 
over 1959. 

Earnings increased 8.3% to $11,006,000 
after provision for federal income tax. 
Of this amount, $9,500,000 has already 
been set aside for dividends to Guardian 
policyholders in 1961, an increase of one 
million dollars over the previous year. 
Security valuation reserves have been 
increased to the maximum permitted by 
law, and the policyholders’ surplus for 
general contingencies now stands at $1, 
317,000, compared to $1,113,000 in 1959 
Policyholders’ unallocated surplus totals 
$34,315,000, which is 7.2% of liabilities. 

Income from investments amounted to 
$19,744,000 after expenses but before 
federal income tax, for a net interest 
rate of 4.27%, compared to 4.16% in 1959 


Sales Promotion Assistant 

Standard Insurance Co. of Portland, 
Ore. has appointed John Williams, Ir. 
as sales promotion assistant in the sales 
cave cg and advertising department. 
Graduate in journalism of Northwestern 
University, he has a brother, Gene Wil- 
liams who is manager of the company’s 
Medford agency. 
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Anderson President 
Of Guarantee Mutual 


RALPH E. KIPLINGER RETIRING 


Educated as Teacher, Anderson, Started 
As Agent; Floyd Reynolds Becomes 
Agency Vice President 


Guarantee Mutual | al Life of Omaha has 
elected as president J. D. Anderson, 
formerly executive vice president, suc- 
-eeding Ralph E. Kiplinger who is retir- 
ing after serving ten years as president. 
The company “also elected Floyd E. 





J. D. ANDERSON 


Reynolds agency vice 
member of the board. 

Mr. Anderson attended University of 
Oklahoma and Central State Teachers 
College spending three years teaching 
after graduating. He became an agent 


president and a 


FLOYD E. REYNOLDS 
for Mid-Continent Life before World 
War II interrupted his sales career. He 
spent 18 months in the Navy in both 
Europe and the Pacific being discharged 
as a lieutenant commander with the 
Purple Heart and invasion citations. 
\fter the war he returned to his original 
company becoming agency vice president. 
He is active in civic affairs. 

Mr. Kiplinger has been associated with 
Guarantee Mutual for 26 vears having 
his own general agency before going 
to the home office. He was elected 
agency vice president in 1947, vice pres- 
ident and a director in 1949 and president 
in 1951. He has been active in insurance 
organizations and in civic affairs being 
presently president of the Omaha Cham- 
ber of Commerce. Mr. Reynolds, who 





RALPH E. 


KIPLINGER 


holds the CLU designation, graduated 
from Kansas Sta‘e College with a BS. 
and also holds a master’s degree. He 
taught in high school and for two years 
served as superintendent of schools be- 
fore joining the Navy where he served 
as lieuten¢ unt (j.g.). He entered insur- 
ance in 1946 as an agent for Acacia 
Mutual Life and was a branch manager 
at Tulsa when he joined Guarantee 
Mutual in 1956 as superintendent of 
agencies. 


LAA Southern Round Table 
In New Orleans, April 16-18 


“Getting Down to Brass Tacks” is the 
theme of the 32nd annual meeting of 
the Southern Round Table of the Life 


Advertisers Association according to 
Clay Alexander, Lamar Life, chairman 
of the group. The meeting is scheduled 
for the Royal Orleans Hotel, New Or- 
leans, April 16-18. 

The program will feature a panel of 
the officers of the Life Advertisers As- 
sociation. The “Tips from the Top Brass” 
panel will include President John L. 
Briggs, Southland Life, public relations; 
Vice President Russell L. Blanchard, 
Paul Revere Life, sales promotion; Sec- 
retary George HH. Kelley, CLU, New 
York Life, direct mail; Treasurer John 

White, Lincoln National Life, adver- 
tising; and Editor John V. Blalock, 
Liberty Life, editing the house organ. 

In addition Roy Schwarz, vice presi- 
dent of Fitzgerald Advertising Agency, 
will address the group on “Where Ideas 
Come From.” 

Also on the program is the traditional 
“Hot Ideas Session,” an exchange of 
case histories and ideas in the fields of 
pn relations, advertising, and sales 
promotion, by members of the organiza- 
tion. It will be under the direction of 
Charles Reep, Interstate Life and Ac- 
cident. 

Program chairman for the meeting is 
Hugh K. Rickenbaker, Jr., Life of Geor- 


gia. Arrangements chairman is Jules 
Peytral, Pan- hannihétn Life. Attendance 
and promotion chairman is Dodge 


Geoghegan. 


Peoples-Home Life en 
78% Paid-For Increase 


According to Maurice Hartwell, presi- 
dent of Peoples-Home Life of Indiana, 
1960 showed a 78% increase over 1959 in 
paid-for business. Peoples-Home was es- 
sentially a regional organization oper- 
ating in six states in 1958; during the 
past two years it has expanded its serv- 
ices to 46 states. The home office is in 
Frankfort, Ind. National sales activities 
are currently conducted through a field 
organization consisting of six territorial 
divisions: east, southeast, southwest, mid- 
dle-west, west, and Pacific. 








MONY Names Six New 


Training Assistants 


Mutual Of New York has promoted 
six men to take special managerial train- 
ing in its home office in New York. The 
six are: 

Kenneth F. Evans Jr., who joined 
MONY in 1955 as a field underwriter in 
Washington, D. C., after serving two 
years as a Naval officer. Heetfecame as- 
sistant manager in Washington in 1957 
and had been a manpower specialist on 
the home office staff since last May. 

John Donald Everatt, who entered the 
insurance field in 1955 and joined MONY 
two years later as a health insurance 
specialist. He became assistant director 
of health insurance sales in 1958 and 
had been assistant manager of MONY’s 
Philadelphia (Seeger) agency since last 
year. 

E. Wales Kibbey, formerly assistant 
manager of MONY’s Sacramento 
agency, who entered the insurance field 
in 1953 as a field underwriter for MONY. 

Donald H. Palmer, formerly assistant 
manager of MONY’s Chicago (Lewis) 
agency. Mr. Palmer entered the insur- 
ance field in 1953 as a salesman with a 
general insurance brokerage firm in Chi- 
cago and joined the Lewis agency in 
1957. ; 

Alfred A. Rappuhn a manpower 
specialist in MONY’s home office sales 
staff. He is a 13-year veteran of the 
Navy and entered the insurance field 
in 1955 as a field underwriter in MONY’s 
Miami agency. He was assistant man- 
ager there from 1957 to last May. 

James E. Schmitt, a merchandising 
specialist on MONY’s home office sales 


staff. He has been in the insurance 
aaa since 1942 and joined MONY in 
95 


Conn. General Life Names 


Branch Office Managers 


New managers have been named to 
head branch offices of Connecticut Gen- 
eral Life in Evanston and Peoria, Illinois 

Charles E. Goff has been appointed 
manager in Evanston. He succeeds 
Joseph C. Ladd who was recently named 
director of agencies for Connecticut Gen- 
eral for the central United States. 


Albert George, Jr. will be manager 
in Peoria. The Peoria office, formerly a 
district office of the Evanston agency, 


will now be a separate branch office. 


Mr. Goff has been assistant super- 
intendent of agencies during the past 
vear at the home office in Hartford 


He joined the company in 1955 and has 
previously served as assistant manager 
in Evanston and as manager of the Des 
Moines branch office. 

Mr. George has been serving as district 
manager in Peoria since last fall. He 
joined the company in 1957 at the Char- 
lotte, N. C. agency. 


“Triple Indemnity” Claim 

Massachusetts Mutual Life recently 
paid its first so-called “triple-indemnity” 
claim. The claim involved a payment 
to a widow of $22,500 under a three- 
year old $7,500 policy. Net cost to the 
insured, after refund of premium be- 
yond date of death, amounted to $483 
on total proceeds, of which $27.41 ap- 
plied to the $15,000 accidental death 
portion of the death benefit. 

Massachusetts Mutual adopted the so- 
called “triple-indemnity” benefit in June, 
1960. The new benefit was made retro- 
actively applicable to policyholders such 
as the insured whose policies provided 
“double indemnity” without increase in 
premium. 

Under the company’s liberalized ac- 
cidental death benefit provision, in cases 


where the accidental death benefit 
amount selected is equal to the face 
amount, the death benefit payable is 


triple the basic insurance if the insured’s ° 


death occurs accidentally while traveling 
as a passenger on a public conveyance 
operated by a common carrier. 





“You want to talk to 
my uninsurables??” 


CG: Sure! No one ever talks to them 
about Life . . . take one of your good cli- 
ents who is uninsurable ... you make 
him very happy if we analyze his policies 

. show him how to get more out of his 
premium dollars. 


YOU: So he’s pleased . . . 


CG: So... he'll tell his friends what a 
great job you did .. . he'll become a cen- 
ter of influence that will bring you pre- 
ferred leads . . . friends at his level who 
are insurable! 


YOU: But this takes time! 


so what? 


CG: Sure, our time! We have the techni- 
cal knowledge and the staff to handle all 
the paperwork. It’s like adding a Life 
Department to a corner of your officc 
without adding overhead. But you get all 
the commissions... in fact, you can 
increase your profits 15% or more a year! 


YOU: Well, that’s better. What next? 


Next, call your nearest C.G. office 
for the rest of this profitable story. Do 
it today! 


CONNECTICUT 
GENERAL 


Life Insurance Company, Hartford 





PERCENTAGE GAIN LEADER 
The Fresno, Cal., agency of New Eng- 


land Life led all other agencies for 1960 


in percentage gain, it was announced by 
President O. Kelley Anderson 
The agency, under manager Earle L 


Patten, increase production from $2,980, 
000 in 1959 to $5,100,000 in 1960. a gain 
of 71%. Mr. Patten, who is president of 
the California Association of Life Under- 
writers, was appointed manager at 
Fresno in August, 
New England Life’s district manager in 
Palo Alto. 


1959. He was formerly 


~ 
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Travelers Asst. Secretary 





JOHN J. BUDDS 
John J. Budds has been appointed an 
ssistant secret in the Group depart- 





ment of The Tr: 


Mr. Budds joined The T 


ravelers in 











1929 the audit department and was 
promoted to assistant auditor in 1947. He 
was graduated f ic U niver 
sity Ame i GS 
vith an A. B. de member 
vf e City ( ) and the 
Ay Golf S f the 
aT iste _ S \ ) 
Connecticut, and is a former membet 
ind nan the board of finance for 
West Hartf He is also a member 
the Ins r f Inte litors, and 
e Socie | -countants 
M Budds is ne a special 
legislative committee appointed by the 
erno stu 1intenance ysts it 
si1al Ss s 


Northwestern National’s 
Agents’ Compensation Pian 











A new renewa npensatior pl: 
gents f N hwestern Nat ma Life 
beer introduced by the c mpany 
new plan provides f yr renewal com 
ssions on Ordinary e insur e tron 
eC s0u es bas renew nn 
sions; quality bonus; lifetime renewals 
Basic renew wil on 
s a iped pe premiums 
e second p y continu 
g pe ‘centage I 1 each Oo 
( 1t 4 ) Vv vears 
The q y b S an ad 
1 perce ig l premiums 
po s in the second ugh eight 
icy the rate yt the b nus de 
ig e age "s persisten 
yp b s being paid f 1 
ency rat f at least 95% 
Lifetime renewal commissions will be 
] t} J cy wasnaen ae 
he 1 d subsequent policy 
ears during the } y d 
e p icy as 
es on 11] 








Woodward, Ryan, 
Sharp & Davis 


Consulting Actuaries 
55 BROADWAY, NEW YORK 6 
Telephone HAnover 2-5840 








O’TOOLE ASSOCIATES 


Incorporated 
Management Consultants to 
Insurance Companies 
Established 15 
220-02 Hempstead Avenue 
QUEENS VILLAGE 29, NEW YORK 











Penn Mutual’s Assets 
Gain Over $50 Million 


REPORT OF PRESIDENT ADAM 


Total Insurance In Force Reaches New 
High; Record Number of New 
Policies Paid For in 1960 

Averaging more than $61,000,000 a 
month during 1960, new insurance placed 
in force in Penn Mutual Life amounted 
to $732,401,725, according to the 113th 
annual report presented by Malcolm 
Adam, president. Of this amount $705,- 
693,771 was Ordinary insurance. Total 
insurance in force reached a new high 
of $5,249,482,643, including $62,382,802 of 
Group insurance The sum of $123,997, 
739 was paid in benefits to policyowners 
and beneficiaries during the year, more 


than half the payments going to living 
policyowners 
A record number of over 66,000 new 


policies were paid for, 
number of policies in 
The average new 
$10,636 

The company’s net operating income 
was $30,782,168 and the sum of $27,100, 
000, the largest amount in the company’s 
history, was set aside for 1961 dividend 
payments to policyowners. 


bringing the total 
force to 952,617 
policy amounted to 


Assets reached a new peak of $1,815,1 
885,004, an increase of more than $50,- 
000,000 over the 1959 total. The net rate 

of interest earned by the company on its 


investments, before Federal income 
taxes, was 4.03% compared with 3.89% 
in 1959 and 3.76% in 1958 

At the end of 1960, bonds and stocks 


were carried at approximately $1,078, 
000,000 and mortgages at $472,000,000 
H.A. mortages taled more than 
)2.0100,000 a represe nted about 19% of 
‘tal mortgage holdings V. A. guar- 
anteed mortgages were snaianianabale 
$64,000,000, about 14% of total mort- 


Rages 


NS 
N 
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State Mutual Director 
Norman C 
Cross & Co., Inc. of 
elected a director State 
Mr. Cross is vice 


Cross, president of C. A. 
Fitchburg, has been 


Mutual Life 


president of the 





Cross Abbott Co. in White River Junc 
tion, Vermont; a director of the New 
England Wholesale Food Distril on s’ 
\ssociation and the Red & White #4 ; 
president me the Fitchburg, Y MA 
member of the Phillips Academy eae 
Council; ioinidins of the Worcester North 
Savings Institution and advisory director 
f the Worcester County National Bank, 
) in Fitchburg 








CONSULTING ACTUARIES INTERNATIONAL, INC. 


Consultants to Insurance Companies and 
Employe Benefit Plans 


666 Fifth Ave., New York 19, N. Y. 


Clrele 5-2300 














MEDICAL DIRECTOR — INSURANCE 
(Part Time) 


Life insurance company (New York City) has position for Medical Director to head 
medical underwriting. Prefer M.D. versed in internal medicine and with some knowl- 
edge of life insurance underwriting. Position reports to Executive Vice President. 
Please write in confidence for appointment to Box 2884, The Eastern Underwriter, 
93 Nassau Street, New York 38. 








Colonial Promotes Beatty 


The promotion 
Beatty 


Paul D. 
abeth, N. 
Life 


son, executive vice 


located in 
Elizabeth, 


N. J. 


In 1947, 


tion of 


his Colonial 
a Pa., 
first year in the 


the Presidents’ 


field 


and appointment of 
as manager of the Eliz- 


J. branch office of Colonial 

was announced by Richard D. Nel- 

president. While 

Union, this branch covers 
Cranford, Westfield and part 


of Morris County. 
Mr. Beatty, 
began 
agent in the 
During his 
qualified for 
organization 


*hillipsburg, 
career as an 
branch in 1945. 
business he 
sales 


a native of 


the company’s top 
Club. 


he was promoted to the posi- 
manager 


Since that time, 


by ranking among Colonial’s top 15 field 


managers for 
has achieved 
company’s CLIC 
pt resident of 


this 


nine consecutive years, he 
life membership in the 
lub. He also served as 
honor club. Mr. Beatty 


has consistently qualified for attendance 


at all 


ences 


Colonial 


since joining the 


business confer- 
company. 


annual 


Aetna Life Awards 


Seven general agencies of 
awarded the 
Trophy 
achievement 


have been 


dent’s 


The general 
Brooklyn; 
Kansas a i 


Schulman, 
York; R 
J. E. Berg 
son, San F 


Associates, 


phy, the 


fice in 


during 


rancisco and S. G 
Toledo. 


In recogniti 


Aetna Life 
Aetna Life Presi- 
for outstanding agency 
1960. 

agencies are; Austin & 
Max D. Shriver, 
Arthur H. Bikoff, New 
es, Portland, Ore.; 
, San Diego; J. Denny Nel- 
Carson & 
tro- 


m of having won the 


general agents will serve on the 
1961 General . 
which meets 
Hartford 


Agents’ Advi sory Council, 


at the company’s home of- 


26-March 1 


February 








t or Agent can = 


A General A cng n his veste 


a lump sum. 
fi ae mo ay 
confi o fer additional 


e For business 
@ To pay off i 
@ For persone 


For complete, confidentia 


RENEVJAL GUARANTY CORPORATION 
2323 First National Bank Bldg. 
Gentlemen: Please send me 


details on your exclusive service. 
obligated in any way. 


( AGENT 


complete, 


sly have fr 
d renewals throu 


home remodeling, etc. 


| information on this 


CGuarants 
Renewal 2323 First ws A 





working capital 
expansion 

indebtedness.-- 
| needs...home 


* Denver 2, Colorado 


confidential 
| understand | am NOT 





Company 





Address 


| 
| 
| 
[0 GENERAL AGENT | 
| 
| 
| 





! 
| 
| 
| 
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LIAMA-NALU Survey of 
Agency Opinion Published 
One of the findings reported in the 

1960 survey of agency opinion conducted 

by the National Association of Life 

Underwriters and the Life Insurance 

Agency Management Association and 

just published by LIAMA is that life 

insurance agents like their jobs. How- 
ever, over the past two years there has 
been some decline in morale. 

Possibly one reason for the decline 
in morale is a notable increase in the 
proportion of field men who mentioned 
Group life insurance in answer to the 
questions, “Have there been any recent 
developments in the life insurance busi- 
ness that you believe are detrimental or 
not in the public interest?” and “Have 
there been any recent developments in 
the life insurance business that you feel 
are harmful or not in the best interests 
of life insurance agents?” 

The proportion of 
about the effect on the public of the 
spread of Group or the increase in 
Group limits has grown from 28% in 
1958 to 38% in 1960. Over the two-year 
period, the proportion of supervisors 
expressing concern increased from 25% 
to 41%, and for managers the increase 
was from 27% to 40%. Approximately 
the same proportions of field men be- 
lieve that the spread of Group and the 
increase in Group limits is not in the 
best interest of agents. 

Among those thinking that it will be- 
come harder to earn a living in life 
insurance, Group was mentioned almost 
twice as often as any other reason for 
the difficulty. Other reasons mentioned 
included competition from other invest- 
ment media and the spread of govern- 
ment welfare programs. 

When asked what developments have 
been beneficial to the public, the most 
frequently mentioned item is the guar- 
anteed purchase option. Improvements in 
agent training continues to be mentioned 
most frequently as a development of 
benefit to agents. 

The report points out that eight out 
of ten agents think they should be able 
to offer accident and sickness, and one 
out of four thinks this of fire and cas- 
ualty. 

The agents included in this year’s 
survey are less anxious to have agents 
sell mutual or variable annuities. 


agents concerned 
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Bankers National Names 


Blevins in Columbia, Mo. 


Gary L. Blevins has been appointed 
regional director of agencies for Bank- 
ers National Life, with offices in Colum- 
bia, Mo., succeeding Tom Downs of 
Lawrence, Kan., who has assumed new 
duties as regional director of agencies 
at the home office in Montclair, N. J. 
Mr. Blevins will be responsible for re- 
cruiting and supervising general agen- 
cies in Missouri, Kansas, Iowa, Ne- 
braska, Oklahoma and South Dakota 

Mr. Blevins was born in Oklahoma and 
graduated from Southwestern State Col- 
lege in 1954. Prior to his present ap- 
pointment he was a general agent with 
Bankers National Life. 

Mr. Downs, also a native of Oklahoma, 
vraduated from the University of Kansas 
in 1956 and attended the University of 
Kansas Law School. 


Valley Forge Appoints 


Fawber Ass’t Treasurer 


S. Robert Fawber, Jr., was promoted 
to assistant treasurer of the Valley 
Forge Life, a member of the American 
Casualty Group of Reading, Pa. 

Mr. Fawber joined the parent com- 
pany, ACCO, in 1958 in its accounting 
department as a technician for IBM 
statistical and data-processing proced- 
Later he transferred to the com- 


ures. 
pany’s health insurance division and 
most recently was associated in the 


Group health and life division. As as- 
sistant treasurer of Valley Forge Life, 
Mr. Fawber will be responsible for set- 
ting up electronic handling systems and 
supervising accounting procedures in 
connection with various forms of Group 
life and health insurance. 


Peoples-Home Family Rider 

\ special Family Plan Rider which 
insures wife and children and auto- 
matically adds insurance on all future 
children at no additional cost has been 
announced by Peoples-Home Life of 
Indiana. 

The new rider can be added to all 
cxistings as well as to new term, whole 
life, and endowment policies issued by 
Veoples-Home. It automatically pays up 
insurance on a wife in the event of her 
husband’s death and pays up children’s 
insurance upon the wife’s death. 

\ special low-cost Stork Option is a 
feature which provides automatic term 
insurance on the husband's life for 90 
days from birth of all future children. 
This insurance can be converted to any 
form of permanent insurance at the end 
of a 90-day period without evidence of 
insurability. 


Premium Rates Reduced 

A reduction in premium rates for four 
types of Term coverages, and a new 
Term rider program have been an- 
nounced by Lincoln National Life, Fort 
Wayne and by the company’s wholly- 
owned affiliate, Lincoln National Life 
Insurance Company of New York. 

Both companies report premium rate 
reductions for new convertible Term and 
five year renewable Term policies. Sup- 
plemental Term riders, and preliminary 
Term insurance. 

These revised rates are applicable only 
to new policies issued and mailed from 
the respective home offices prior to 
February 13. 

With reference to Term riders, the 
companies have revised their rules to 
permit the issuance of two Term riders 
with a given basic policy under most 
circumstances. 


GROUP REPRESENTATIVE 

Eugene C. Bowser has been appointed 
a Group representative in the Portland 
Group office of Bankers Life of Des 
Moines. He will be associated with Phil 
Berthiaume, regional Group manager, 
and Dale L. Baker, Group representa- 
live, 


Republic National Reports 
56% Rise in New Business 


The Republic National Life of Dallas 
reports a 56% increase in new business 
during 1960. The new business total was 
$1,262,025,347 for 1960, and in 1959 it was 
$809,754,392. 

The gain in life insurance in force 
was $619,179,471 for 1960 compared with 
a gain of $402,774,144 during 1959, an in- 
crease of 54%. This brought the total 
life insurance in force on December 3], 


1960 to $2,974,869,128. 


During the same period, the company’s 
accident and sickness premium income 
was $19,527,147 compared with $14,991,- 
611, an increase of 30%. 

The company’s total income reached 
$51,413,647 in 1960 compared with $42,- 
899,043 for 1959—an increase of 20%. 
Total assets climbed to $105,859,877 

After the extraordinary investment in 
acquiring $1,262,025,347 of new business 
and benefit payments to more than 180,- 


000 policyowners and ___ beneficiaries 
amounting to $31,576,250 the company 
was still able to add $1,068492 to its 


capital and surplus funds. 


= = 


Shenandoah Director 
Thomas I. Storrs of Greensboro, N. C., 
an executive Nort] 
Carolina National Bank, has been elected 


vice president »f 
a director of Shenandoah Life. 

Shenandoah Life, founded in Roanoke, 
Va. in 1916, is a mutual c 
} 


ompany which 


now operates 25 branch offices in 12 
states east of the Mississippi and in 
District of Columbia. Its total sales for 


last year were $83,742,183, and life insur 
ance in force reached an all-time high of 
$596,336,817 in 1960. Company assets are 
now at a peak of $57,498,770 





For Professional Men! 





A Highly Sellable Non-Can S& A Package! 


Here is a really flexible non-can S & A package that enables you to write made-to-order. income replacement 
coverage to fit the specialized requirements of PROFESSIONAL MEN as well as SMALL BL SINESSMEN, 
PARTNERSHIPS AND KEYMEN. These Security Mutual Designed features mean business: (1) WAIVER 
OF PREMIUM after 90 days while your insured remains totally disabled, even beyond his | 


venefit period; 


(2) DIVIDENDS to reduce premiums, to accumulate at interest, or in cash: (3) OPTIONAL PARTIAL 
DISABILITY for S & A male risks; (4) EASY-TO-READ, UNDERSTANDABLE FORMAT featuring a 


fill-in schedule that eliminates riders. Three policies are featured in this new “packaged program”: two 


S & A and one Accident-only. Here you have complete, quality coverage backed by the prestige of Security 


Mutual! Check on this most-sellable insurance package in years—then contact your Security Mutual man— 


he’s a good man to know! 


SECURITY MUTUAL LIFE INSURANCE COMPANY OF NEW YORK 


Richard E. Pille, President. 


Harland L. Knight, 
Agency Vice President. 
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KNOW YOUR INSURANCE PRESS 

Much sage and helpful advice for in- 
surance people on improving their rela- 
tions with the insurance press to their 


advantage is contained in an 


article by Jack R. Morris, vice president 
and director of while re lati ions, Republic 
t f Dallas, 
the Sesser issue of 





ional Life « lich appears in 
“What’ s News in 
Reinsurance,’ ed by the reinsur- 
ance division of that 
Appropriately, the 
“Know Your Insurance 
Know You” for Mr 


m his own extensive experience to show 


publish 
company. 

titled 
Press and Let 


piece 1s 


Them Morris draws 


that the best relationships between 
people in the insurance business and 
their trade press are mutually beneficial 


and profitable. Following are some of 


Mr. Morris’ comments: 
Top management, 
agency depart 
is you are 


and particularly the 
ment, must determine what 
trying to accomplish and 
then decide which publications to select 


and how much space you want to use 
We carefully avoid the word “afford” 
because there is no way to say what 
you can afford. Perhaps you can’t afford 


new piece of equipment, but if it is 


essential to your program, then you 


} insurance trade 
rtising is read and studied 
ent in the field, home office 
by many people outside the 
» may be looking for new 
ties. No matter what your com- 
t may be, you have a mes- 
industry and for prospective 
general agents 
ising is you talking to these 
inviting them to know more 
‘ompany. Your trade journal 
leserves a great deal more 
‘onsideration than you may 
decide to invest X 
ollars in it, you should be 
willing to take the time to think about 
your message and to employ the best 

talent to make this message as 
ive as possible 

If you don’t have a full time advertis- 
ing manager, we strongly suggest that 
you employ services of an advertis- 
ing agency or a good artist. It is pos- 
sible you will know more about your 
copy problem than the advertising 
agency, but in every case, they can help 
you with art and production and they 
can also save you a considerable amount 
of money 


DTOKeTS iT 





number of « 








»roduction 


costs are growing larger 
every day 


If you use a number of publi- 


cations, it will pay you to give careful 
thought to the size of your ads in order 
to avoid having to produce a number 
of engravings in different sizes. The 
type you use and the illustration can be 
of utmost importance. 

Incidentally, it is apparent that a sense 
of humor is creeping into our trade 
press advertising and we believe this 
is good, because above all, insurance is 
a “people business,” and this accents 
the human appeal when humor is in- 
jected. 

As the final personal note, we would 
like to say that it has been our good 
fortune to know the publishers, the 
editors, and the field representatives of 
most of the insurance trade journals and 
to know them well. Naturally, they differ 
in personal characteristics, in their at- 
titude about the business, and in their 
eagerness to serve all companies im- 
partially. In fact, it is a great temptation 
to name some of the old-timers who 
have done so much to build these fine 
insurance trade journals, but we would 
undoubtedly slight some nice guy who 
is making his start and deserves the 
respect and the cooperation of all of 
our companies. So we will just end by 
saying once more—keep your door and 
your ears open when these men come 
to call on you. They can be very im- 
portant friends and they can do much 
to build prestige for your company. 

It is a fact that editors and publishers 
of insurance papers find that large seg- 
ments of the business do not make the 
most effective use of their trade press 
and in not a few instances seem to have 
little 
operation in their common interest in 
advancing the growth and scope of the 
industry. Although the suggestions of 
Mr. Morris are recognized by and ac- 
executives and other 
they can be read with profit 


concept of the advantages of co- 


ceptable to many 
personnel, 
by all. 


Frank E. Sullivan, CLU, American 
United Life’s agency manager in South 
Bend, is the president of the United 
Fund of St. Joseph County for 1961. 
Mr. Sullivan was Torch Drive chairman 
in 1958, solicitor training chairman in 
1959 and chairman of the individual gifts 
section last year. A seven-time qualifier 
for MDRT Mr. Sullivan is president of 
the South Bend Association of Life 
Underwriters, a member of the board of 
editors of the Chartered Life Underwrit- 
ers’ Journal, and a faculty member of 
the graduate seminar in life insurance 
at Purdue University. 








DONALD C. SLICHTER 


Donald C. Slichter, president of North- 
western Mutual Life, has been re-elected 
a board member of the National Indus- 


trial Conference Board. 
x * * 


John A. McCone, former chairman of 
the Atomic Energy Commission, was re- 
cently re-elected a director of Pacific 
Mutual Life. Mr. McCone was previously 
a member of Pacific Mutual’s board 
directors from 1952 until 1958, when he 
was appointed to the government post 
under the Eisenhower administration. 


* ¢* ¢ 


Norman Rockwell, who has illustrated 
advertising copy for both the Home In- 
surance Company and the Massachusetts 
Mutual Life, has received many honors 
for his paintings and illustrations. An- 
other will be given him in Hartford 
February 23. It is the National Human 
Relations Award of the National Council 
of Christians and Jews. The affair, to 
be given in the Statler Hilton Hotel, is 
designated as the regional Brotherhood 
Banquet. Gov. Dempsey of Connecticut 
is honorary chairman and Charles J. 
Zimmerman, president, Connecticut Mu- 
tual Life, will be banquet chairman. 


* * * 


William J. Thompson, retired vice 
president of the Royal-Globe Insurance 
Companies, was married to Frances El- 
more of Mt. Vernon, N. Y., on February 
11. The ceremony was performed by the 
Rev. Carl S. Weist in the Carpenter 
Suite of the Waldorf-Astoria. Mr. 
Thompson was formerly general mana- 
ger of Royal-Globe’s New York metro- 
politan department. He retired in 1957 
after 38 years with the company. Mrs. 
Thompson recently retired from the Mt. 
Vernon school system where she was the 
music teacher at Traphagen Junior High 
School. After a wedding trip to Hawaii 
the couple will live in Bronxville, N 


* * * 


Francis W. Hatch, Jr., public relations 
manager of the New England Mutual 
Life, has been elected to the board of 
directors of the Fiduciary Trust Co. of 
Boston. 

* * * 


John Kaler has been named underwrit- 
ing manager for Canada by The Paul 
Revere Life. Mr. Kaler, a graduate of 
Bowdoin College, has served the com- 
pany as a disability underwriter in its 
Worcester, Mass., home office since 1956. 


daar Broadway debut in “ 


Sarah Hardy, Jr., daughter of Mrs. 
Sarah Hardy, owner of the —, of 
that name_at Columbia, S. C.,, a TV 
actress in New York City. She is : playing 
the role of Lyddy Benson in a daytime 
drama on NBC. She began acting at the 
age of 12 with a junior theatre group, 
came to New York at 17, accompanied by 
her teacher, and enrolled in the Ameri- 
can Theatre Wing. Miss Hardy made 
Love Me Little.” 
Her mother has represented the Ameri- 
can Casulaty of Reading, Pa. for some 
years. 

* * + 

Wallace C, Fulton, 
associate, i Life Assurance So- 
ciety, discussed “Family Goals” at Hart- 
ford in a recent program arranged by the 
Service Bureau For Women’s Organiza- 
tions, a Connecticut state-wide group 
supported by the Beatrice Fox Auerbach 
Foundation. Attending were leaders of 
Connecticut Women’s groups, community 


health education 


leaders and faculty members of state 
high schools and colleges. 
* * * 

Walter C. Plozser, former U. S. Con- 


gressman, of Ploeser, Watts & Company, 
general insurance agency, Clayton, Mo., 
received a brass bell for helping to direct 
the 1960 “Tree of Lights” Christmas 
Cheer Campaign of the Salvation Army, 
at a victory dinner in St, Louis. 


: *s * 


Lillian L. Joseph, Joseph Agency, Home 
Life, is chairman of an _ International 
Night Dinner to be held February 21 at 
the Essex House, New York City. The 
event, sponsored by the Business and 
Professional Women’s Clubs of New 
York, will be attended by many women 
in the insurance field. The purpose is to 
promote better understanding among 
women of all nations and to encourage 
them to support the work of the United 
Nations, Mrs. Joseph is a past president 
of the League of Life Insurance Women. 


a aa 


Mabel Ouderkirk of the Palmer Agency 
in North Syracuse, N. Y., who earned : 
degree from Syracuse U niversity by ~- 
tending college nights and during sum- 
mer sessions, is now at Columbia Uni- 
versity in New York working for a 
Master’s degree. 

* * * 


Ronald L. Remington has been named 
assistant director for the Insurance In- 
formation Institute, Pacific Coast office. 
Mr. Remington, 32, is a recent public 
relations graduate of San Jose State 
College, and assumes duties of the newly- 
created post at the institute’s San Fran- 
cisco office. Mr. Remington was with 
Alameda County United Fund as speakers 
bureau director, and has served several 
San Jose social service agencies in 
various public relations capacities. 


* * * 


H. G. Merriman, who has been ap- 
pointed marine and aviation underwriter 
at head office abroad of General Ac- 
cident, was awarded the British Empire 
Medal for the part he played in the 
Normandy Landing of 1944. Music his 
principal hobby, he plays the violin in 
an orchestra of insurance men. Mr. 
Merriman joined the marine department 
of the company in 1937, 


x «2 


K. Dennis McGroder, a member of the 
firm of Kearn E. McGroder Inc., Buf- 
falo, N. Y., general insurance agents 
for the past year, has been named vice 
president. 

a a 


Roger F. Wood has been appointed as 
manager of the life and accident-health 
department of Hatch-Leonard  Inc., 
Rochester, N. Y. He previously was 


with Home Life Insurance Co. 
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Acts on Joint Policies in India on 


Husbands and Wives 


An issue of 


“Yogashema,” house organ 

the Life Insurance Corporation of 
India, has reached this country and one 
of the interesting articles discusses in- 
surance on female lives there. The Cor- 
poration has revised its rules for the 
underwriting of such risks. In writing of 
female lives the company feels a selec- 
tion has been 
against it. Commenting on the adverse 
selection of women’s lives in the past the 
Corporation says: “this may be due to 
over-enthusiasm on the part of the field 
force to increase the volume of business 
without thoroughly understanding the 
principles involved.” It is felt, continues 
the Corporation, that a deeper under- 
standing is needed in training of the 
agents and other field men “in order to 
ensure that such business as is secured 
hereafter on female lives will be of the 
right type only.” 

The Corporation has discontinued the 
issue of joint policies on lives of hus- 
band and wife. A large proportion of 
business on female lives had been writ- 
ten under such joint life policies. About 
this action it makes this comment in 
“Yogashema:” 

“A large proportion of business on 
female lives is being written under joint 
life policies. In most of these cases 
there is no need for insurance on the 
female lives and experience in respect 
of such policies indicates that the reasons 
for taking out such policies are specula- 
tive in an appreciable proportion of 
cases. This plan which could be analyzed 
as a Term Assurance on the life of the 
wife superimposed on an Endowment 
\ssurance on the husband’s life, is by 
its very nature particularly susceptible 
to the exercise of adverse selection par- 
ticularly since the additional cost for the 
Temporary Assurance benefit is very 
small. 


heretofore exercised 


“Having regard to this and the fact 
that the Corporation does not as a rule 
issue Term Assurance policies—except 
for the recently introduced Convertible 
Term Assurance plan which is offered 
only to selected male lives subject to 
adequate safeguards—it has been decided 
that policies under joint life plan on the 
lives of husband and wife will not be 
issued in future and that the plan should 
henceforth be restricted only to cases 
where proposers are partners in busi- 

3 
ness. 


* * * 


Information Please Out 


The 1961 issue of Information Please 
Almanac, which includes atlas and year 
book, is a mixture of encyclopedia with 
an amazing number of facts. Although 
easy to carry in one hand, it has 900 
pages and is decidely up to date. For 
instance, there are pages of facts about 














all the new nations of Africa; even the 
Republic of Dahomey, which has a pop- 
ulation of 1,700,000 and was a kingdom 
until 1951. It formerly was under the 
directorate of the French. Its photo- 
graphic section has what editors regard 
as the outstanding international pictures 
taken in the last few years, including 


Eisenhower’s visit to President De- 
Gaulle, the march down the aisle of 
Westminster Abbey after the wedding 


Arm- 

and Soviet personalities. 
There is an abridged Who’s Who of 

famous international persons, past and 


of Princess Margaret and Anthony 
strong-Jones, 


present, throughout the world. 
The book, which costs $1.35, is loaded 
with information about Washington, 


about war and peace conferences, pol- 
itics, history through a long stretch. It 
not only has the Nobel prize winners, 
but the Pulitzer ones, too. Also names of 
the great Americans i in the Hall of Fame. 

U. S. Post Office regulations are 
printed. There is a section devoted to 
science; gone structures of the world 
are listed. The United Nations gets con- 
siderable foes 3oth the Declaration of 
Independence and the United States 
Constitution are printed. 

Also listed are U. S. Cabinet members 
starting with Washington, who during 
his presidency had three Secretaries of 
State, three of War, three Attorney 
Generals, two Secretaries of the Treas- 
ury. Jackson had had five Secretaries of 
the Treasury; Grant had five Secretaries 
of War and five Attorney Generals; 
Theodore Roosevelt had six Secretaries 
of the Navy and five Postmaster Gen- 
erals. Cabinet Ministers have been of 
high estate from the start. George Wash- 
ington’s first Secretary of State was 
Thomas Jefferson and then Edmund 
Randolph. Alexander Hamilton was Sec- 
retary of the Treasury; Henry Knox 
Secretary of War; Mr. Randolph At- 
torney General. 

Some other famous Cabinet officers: 
Under John Adams—John Marshall, Sec- 
retary of State. Under Jefferson, James 
Madison, Secretary of State. Same posi- 
tion was held in cabinet of Monroe by 
John Quincy Adams. Daniel Webster 
was Secretary of State under Tyler and 
James Buchanan under Polk. General 
William T. Sherman was Secretary of 
War under Grant. James G. Blaine 
headed State Department under Gar- 
field and Harrison. William J. Bryan 
served Woodrow Wilson in that capacity. 
Andrew W. Mellon was Secretary of the 
Treasury under Hoover and Charles Edi- 
son was Secretary of the Navy under 
Franklin Roosevelt. 

The volume contains an extremely 
large number of tables. One gives the 
largest cities in the world, demonstrating 
that New York City stands third with a 
population of approximately 8 edilion. 
Largest is Tokyo with 9,102 000; London 
second with 8,220,00; Shanghai fourth, 
Moscow next with 5,100,000. Next in rank 
are Mexico City, Peking, Buenos Aires, 
and Sao Paulo. Chicago ranks tenth with 
3,492,000 


George K. Bernstein 

George Kaskel Bernstein, assistant At- 
torney General of New York State, has 
been engaged since July, 1957, in all 
aspects of trial and appellate litigation 
as well as investigation, with special 
emphasis on insurance law involving 
rating, licensing, investigatory and other 
matters before the Superintendent of 
Insurance of New York and on all 
matters of Appeal before the United 
States Court of Appeals for;the Second 
Circuit, New York Court of Appeals and 
the Appellate Divisions, first, second and 
third departments. He was educated at 
Horace Mann School, Cornell University 
and Cornell Law School from which he 
received his LL.B. degree in 1957. At the 
Law School he was first prize winner 
of Moot Court Cup and president of the 
Moot Court board. 

Mr. Bernstein represented the New 
York State Insurance Department in the 
litigation of the Connecticut General vs. 
the New York Department growing out 
of the refusal of New York State to 
allow the acquisition of a fire insurance 
company by a life insurance company. 

i. -. 


Blue Goose “Old Timers Night” 
Held in New York City 


It was “Old-Timers Night” at the Blue 
Goose dinner held in Drug & Chemical 
Club of New York City on February 8. 
Many of those at the affair hold or have 
held top positions in the organization. 

The Blue Goose is the only strictly 
social organization in fire insurance hav- 
ing an international membership with 
ponds in all areas of this country and in 
Canadian Provinces. It was formed by 
field men of fire insurance companies 
and before long many executives and 
others affiliated with fire insurance 
joined. Its annual conventions are held 
in many cities. They are called grand 
nest meetings. The forthcoming one will 
be in New Y ork in August, co-chairmen 
of which are George P. Albiez, of Pearl- 
Monarch in New Jersey and Philip M. 
Winchester, formerly of General Ad- 
justment Bureau and now conducting an 
independent adjusters’ office in New 
York. 

Mr. Winchester, who is a past most 
loyal grand gander of Blue Goose, in- 
troduced at the banquet February 8 all 
the old-timers, a number of whom were 
former heads of the New York City 
pond. Other speakers included Robert F. 
Stumpf, who is with General Adjust- 
ment Bureau in New Jersey and is cur- 
rently most loyal grand gander of Blue 
Goose ; J.J. McGovern of New York 

3oard of Fire Underwriters, head of the 
rs York City pond, who presided, and 
E. C. Niver, executive vice president of 
i. ‘York Board of Fire Underwriters, 
formerly head of New York pond. 

A special tribute was paid to Max C. 
W. Buchenberger, executive special 
agent of Underwriters Salvage Co. of 
New York who is retiring March 1 after 
50 years with that organization. He has 
been a member of New York City Blue 
Goose 908 for 40 years and for more 
than a decade was secretary of the pond. 
He is now chairman of the New York 
pond’s life insurance committee. In 
many other ways he has aided the pond 
over the last four decades. 

* * * 
Fulton Street, New York 

Fulton Street, for decades one of the 
most colorful streets in downtown New 
York, is losing some of its landmarks 
but has gained one of the city’s rg 
tall buildings, which is being erected < 
Broadway and Fulton by Western Union 
Telegraph Co. It will be an office build- 
ing. 

The prinicipal loss to the street was 
when the ancient Washington market 
was closed. For years thousands of com- 
muters to New Jersey stopped at the 
market on the way to the North River 
ferry and bought meat, groceries, fruit; 
ate at oyster bars and counters where 
the best cornbeef in town was served 
along with chili con carne. Now it is 
announced that the largest grocery store 
in New York City—Callanan will close 
after many decades on Fulton Street. 
Two ancient book shops disappeared on 
the site of the Western Union Building. 
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One of the top fish restaurants in the 
city closed, and so did the oldest drug 
store in town. 

Relics remaining, however, include the 
Fulton Fish Market where Al Smith 
worked as a teen-ager before he entered 
politics; Sweet’s second-story fish res- 
taurant on the second floor of a now 
shabby frame building at the East 
River’s edge, a structure about a century 
old at least employing Negro waiters 
who have served patrons there for as 
much as 60 years. Remaining also are 
several stores which have sold nothing 
but cheese for decades. Still being pub- 
lished on the street is The Eastern Un- 
derwriter at the corner of Nassau. 

Fulton is a block North of John Street 
where the first battle of the Revolu- 
tionary War was fought at corner of 
William. 

* * * 
Anchor Club Dinner 

The Supreme Anchor Club of the 
Knights of se consisting of af- 
filiated clubs having to do with various 
branches of business such as insurance, 
held a dinner at the George Washington 
Hotel on Lexington Avenue February 9. 
President of the Anchor Insurance 
Club is Al Lyons, a broker at 45 John 
Street. Treasurer is Thomas J. Cal- 
ogero of the property division of the 
New York State Insurance Department. 
For seven years Mr. Calogero was 
stationed in Albany where he was Dep- 
uty Superintendent under Superintend- 
ents Dineen and Bohlinger. 

* * K 


Start-Y our-Own-Business 
Exposition at N. Y. Coliseum 


New York City’s big trade mart ex- 
hibition building—the Coliseum—is a big 
success drawing crowds of visitors on 
all floors at some of its shows, such as 
automobile, motor boat and those hav- 
ing international exhibits. The British 
exposition of several months ago is an 
example of a trade show which interests 
every segment of the population. 

Last week the Coliseum housed the 
Start-Your-Own-Business Exposition, an 
event which ended last Monday. Many 
of the visitors were seen engaged in 
earnest conversation with exhibitors ab- 
sorbing information of how they can 
start and manage an individual business 
enterprise of their own. 

The Coliseum, which is located at Co- 
lumbus Circle—Eighth Avenue and Cen- 
tral Park South—is almost next door to 
the big cultural and fine arts project 
being built, the Lincoln Center for the 
Performing Arts. It will include build- 
ings that will be the new home of Metro- 
politan Opera, and other structures de- 
voted to the fine arts. 
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Great American Shows 
Record Net Earnings 


UNDERWRITING PROFIT IS MADE 


Assets and annie Reached Record 
Peaks, Chairman Newcomb Reports; 
Premium- Held Down in 1960 


All oper: American 
Insurance Co. of New York produced net 
irnings in 1960 of $12,440,252, or $4.30 a 


share, highest in the history of the com- 


yf the Great 





Newcomb, chairman 


president reports in the 89th annual 
itement to stockholders. Share 


ngs were $3.93 in "1959 Underwriting pro- 


earn 





Matar Studio 














W. E. NEWCOMB 
ed a J y $245,767, against a loss 
$269,262 1959. Mr. Newcomb says 
€ \ ible 1 le 4 re 1 
S vide in the latte pa of 1959 
nue ug 1960, errupted on 
H e D a. Losses m1 
. : » G Amer ’ iled 
$4,056,053 under policies covering prop 
erty n + to Maine 
Pren s written in 1960 ed $143 
067,90 st $147,290,468 in 1959, ar 
mium S € ne 1 vere yT ( wo years, 
spectively, $146,347.910 and $147,684.91) 
e 1960 loss ratio of 612% was m1 
ed trom 1959 and the expense 
30 5 1960 1 301% , 1959 
Prem s case 1960 as a re 
sult of deliberate steps initiated in 1958,” 
Mr. Ne mb eals. “Our aims were 
tall a petter valance between differ 
pes 1 s r 1d refine our 
p It n t localities where it 
become difficult to underwrite profit 
b Wi i es gest impact of ( 
luced pren ne occurred during 
1960, the results thus far achieved are 
ratifying. ° e prece ling t years we 
eipe by subst a icreases in rates 
s 1¢ asses > Sut mM ably 
it Mu € ce or pre 
mu I ese 
ective measures inished by sales 
new p es levelopment of 





unted to 
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Ss 1S a new g investment 
earnings. On a consolidated basis capital 
and surplus amounting to $208,501.398 and 

lmitted assets amounting $391,958, - 





New Jersey CPCU Meets 


The regular monthly meeting of the 


CPCU, New Jersey Chapter, was held 
at Tretola’s, Union, N. J., February 9 
Deputy Insurance Commissioner Law- 


rence Stern spoke on the many aspects 


of the “new” surplus lines law passed 
New Jersey late in 1960. 
Next month’s meeting will feature 
L. H. Longley-Cook, chief actuary of the 


North America Companies, who will 
speak on the rapidly rising role of ac- 
tuaries in the property and casualty field. 


014 reached record peaks. 

“In the highly competitive 
vhich we must operate it is imperative 
that we adopt techniques of reduc- 
tion, improve our services and insurance 
overages and merchandise our products 
in a modern manner, Company growth 
lepends upon our doing these things and 


Expense control is under constant 
study by 


climate in 


cost 


management. We have accom 
a noteworthy internal reduction 
the budgeting of all major ex- 
pense items and the adoption of more 




















economical methods and procedural sys- 
Such controls must and will be 
maintained in order to implement our 
resolve to market sound insurance pro- 
tection at reduced cost 
“We believe the opportunities are 
greater now than they ever have been 
We have met with considerable success 
in the sale of new attractively priced 
policies known as select driver automo- 
bile, merchants and storekeepers, com 
mercial pr pe rty, homeowners, motel, 
apartment, holiday travel accident, zenith 
personal accident and mortgage pay 
ments protection. These, and er poli- 
cies we ar levelopin ig for introduction 
in 1961, are desi to provide our 
agents with a maximum opportunity to 
serve policyholders 


Conferences With Agents 


“During the year we introduced 

mnferences with our agen‘s 
from all parts of the country for 
he purpose of exc anging ideas on mar 


series uC 








keting administration. These meet 

gs we f great benefit to us and, we 
believe { iwwents attending. We ex 
pect to continue them 


“On October 25, 1960, the Cuban gov- 
nationalized the Cuban busi 
: i States insurance companies 
nd relieved such companies of their lia- 
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National Fire Assets, 
Surplus at Record High 


NET PREMIUMS ARE AT $66,438,766 
Investment ieceme Qeashei Total of 
$4,718,746; Hurricane Losses Cut 
Underwriting Profit 


National Fire of Hartford and its sub- 
sidiary, Transcontinental Insurance Co., 
had consolidated net income from oper- 
ations of $4,612,975 or $9.23 a share in 





i. i. ia 


ARKSON 


1960, it is announced by President E. H 
Clarkson 

Policyholders’ surplus increased #.,- 
868,646 during the year and reached an 
all-time high of $78,052,121 on December 
31, 1960. Admitted assets also increased 
to a record $163,007,098, up from $155,- 
1959, 

During the year the companies wrote 
‘onsolidated net premiums of $66,438,766, 
a gain of 17%. Eliminating a sizable 
nonrecurring reinsurance transaction 


563,787 in 


from 1959 writings, production from 
agency and all other sources increased 
7. “ 


his a result of heavy losses arising out 
hurricane Donna which struck the east 


coast in September, 1960, statutory un- 
derwriting gain was $56,360, compared 
with a gain of $701,308 in 1959. Invest- 


ment income before Federal income 
taxes and exclusive of capital gains and 


np Fh from $4,223,359 to #4.,- 
7184 

ns combined ratio of losses and loss 
adjustment expenses incurred to pre- 


miums earned and of wnderwriting ex- 
penses and taxes to premiums written 
was 99.8%, compared with 95.5% in 1959. 


Home Directors Declare 
Special 10% Stock Div. 


Directors of the Home Insurance Co 
of New York this week declared a special 
10% stock dividend payable April 5 to 
stockholders of record February 24. The 
Home’s current annual dividend of $2.20 
a share remains unchanged. 


Crafts 1961 Chairman of 


Invest in America Comm. 
James F. Crafts, president, Fireman’s 
Fund Insurance Co., has been appointed 
general chairman of the 1961 eng in 
America Committee of Northern Cali- 
fornia, Carl F. Wente, national board 
member, and George J. Otto, western 
regional chairman of the nationwide pro 


gram jointly announce. 

“We as American businessmen are 
proud of our American economic sys- 
tem,” Mr. Crafts said in accepting the 


appointment. “We must stand up, how- 
ever, and tell and re-tell the story of 
what individual savings invested in 
America mean to all of us. How they 
create jobs and strengthen our free 
enterprise way of life. The Invest in 
America program emphasizes the im- 


portance of all forms of investments 


savings, business ownership, real estate, 
insurance, stocks and bonds. The 1961 
program will reach its climax during 
Invest in America Week, April 30-May 


ape 


New Public Service Ad Series Is 
Launched By America Fore Loyalty 








ilities. Our net assets expropriated \ series of nine full-page national 
nounted to $230,141 which sum has been magazine advertisements reproduced in 
irged surplus. Because of such ac- four colors has been launched by the 
m we have been forced to terminate America Fore Loyalty Group of insur- 
ur agency representation in Cuba after ance companies with headquarters in 
nore than 40 ve f satisfactory opera- New York. The series, created and pro- 
i” ‘uced in the national interest, carries the 
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theme, “Our Destiny Is In Our Own 
Hands.” 

In announcing the series J. Victor 
Herd, chairman of the insurance 
companies, stated, “America Fore 


Loyalty is currently helping remind mil- 
lions of Americans what has been done 

and what must be done—to preserve 
our freedom and our American Way of 
Life. There is no sales message here— 
as far aS our insurance group is con- 
cerned. The product we are selling is 
the need for strength of purpose in each 
individual and confidence in our coun- 
try’s destiny in a troubled world.” 

Each advertisement brings into focus 
a meaningful event of the American 
Revolution. The subjects are from 
America Fore Loyalty’s collection of 
historical paintings by distinguished 
artists. This series is appearing in the 
“Saturday E vening Post,” “Life, 


“Reader's Digest,” “Fortune’ and “N a- 
tional Geographic.” 

Prince and Company, Inc. of New 
York and Detroit is the advertising 


agency which handles the America Fore 
Loyalty account. 

A portfolio of some of these handsome 
advertisements is being distributed to 
governors of all the states, mayors of 
leading cities, all U. S. Senators, Con- 
gressmen and other leading figures in 
the government at Washington. 
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Winser Vice President of 
Surplus Line Brokers 


C. Anthony Winser of San Francisco 
has been elected a vice president of 
Southern Marine & Aviation Under- 
writers, Inc., New Orleans, international- 
ly known surplus line brokers. An- 
nouncement of \Mr. Winser’s election 
was made by L. K. Giffin, Southern Ma- 
rine & Aviation’s president, who simul- 
taneously announced establishment of 
offices in San Francisco and Los Angeles, 
as Southern Marine & Aviation, Inc. 

Mr. Winser was one of the founders 
and served as the first president of In- 
ternational Aviation Underwriters, Inc. 
Prior to his affiliation with IAU, Mr. 
Winser was a vice president of Aero 
Associates, Inc., managing the 11 Pa- 
cific states. He had joined Aero Asso- 
ciates, Inc., after having served for five 
years as West Coast aviation manager 
of Cravens, Dargen and Co. During 
World War II Mr. Winser served in the 
Naval Reserve and was assigned to Pan 
\merican World Airways as a pilot on 
transpacific Navy Contract runs. 


General Brokers’ Assn. 
Names Committee Heads 


Charles M. Dorfman, president of the 
General Insurance Brokers’ Association 
of New York, Inc., announces chairmen 
f the various associations committees 
for this year as follows: Membership, 
Joseph F. Conroy; finance, — Sor- 


ey constitution, Max Kurz; Grievance, 

‘ay W. Sterenbuch ; legislative Martin 
D Cowan; program and education, John 
L. Kinzinger. At a recent meeting of the 
executive committee, Cornelius W. Haar- 
mann, Jr., was elected chairman of the 
executive board. 


Thomas M. Sweeney Dies 


Thomas M. Sweeney, 83, president of 
the national insurance brokerage firm of 
H. Mosenthal & Son, Inc., of New York 
City dating from 1868, died February 8 


in the Orange Memorial Hospital, East 
Orange, N. J., after a short illness. 
Mr. Sweeney was born in Dallas, 


Texas, and attended Ohio State Univer- 
sity. He joined the firm of H. Mosenthal 
& Son, Inc. in 1905 and had been its 
president since 1943. He was a pioneer 
in the field of fire insurance rating 
having been connected with the Ohio 
Inspection Bureau and later with the 
New York Fire Insurance Rating Or- 
ganization. He was a member of Polar 
Star Lodge No. 245 F & AM. 

Surviving are a son Thomas W. Swee- 
ney of Maplewood, a daughter, Mrs. 
Robert I. Ballou of West Orange, four 
grandchildren and six great-grandchil- 
dren. 


Ritter and Bishop Head 
Brown Production Dept. 


John P. Ritter has been appointed 
manager and Norbert J. Bishop assistant 
manager of the production department of 
Geo. F. Brown & Sons, Inc., of Chicago. 

Mr. Ritter joined the fire and casualty 
insurance firm in 1955 and has served 
as field representative in Chicago and 
downstate Illinois. Mr. Bishop has been 
Brown’s Chicago Loop representative 
since 1958. 

In their new positions, Mr. Ritter 
and Mr. Bishop will be responsible for 
production activities for the Brown or- 
ganization, for Interstate Fire and Cas- 
ualty Co., managed by Geo. F. Brown 
& Sons since 1952, and for Chicago In- 
surance Co., a wholly-owned subsidiary 
of Interstate. 


RELIANCE DIVIDEND 
Directors of Reliance Insurance Co. 
have declared a dividend of 55¢ a share 
upon the whole shares of its outstand- 
ing capital stock payable March 24, to 
shareholders of record February 24. 


Semple and Stack on Atlantic Boards 


Robert B. Semple and Maurice D. 
Stack were elected trustees of Atlantic 
Mutual Insurance Co. directors of 
its affiliate, Centennial Insurance Co., 
at the companies’ annual meeting it is 
announced by Franklin B. Tuttle, chair- 
man of the board of the two companies. 

Mr. Semple is president of the Wyan- 
dotte Chemicals Corporation. Mr. Stack 
has been a vice president and chief in- 
vestment officer for the Atlantic Com- 


and 


panies and now becomes financial vice 
president. 
The Atlantic Companies, made up of 


Atlantic Mutual Insurance Company and 
its wholly-owned subsidiary, Centennial 
Insurance Company, write virtually all 
types of insurance except life insurance. 

Mr. Semple is a director of Michigan 
Consolidated Gas Co., National Bank of 
Detroit, Manufacturing Chemists Asso- 
ciation, Inc. American Institute of 
Chemical Engineers, American Chemi- 
cal Society, Society of Chemical Indus- 
try, and a trustee of Harper Hospital. 
He joined the Monsanto Chemical Co. 
as a research chemist in 1933 and be- 
came director of the company’s general 
development department in 1944. He 


joined the Wyandotte Chemicals Cor- 
poration as president in 1949. 
Mr. Stack joined the Atlantic Com- 


panies in 1954 as financial secretary and 
was elected a vice president in 1956. 
Prior to this he had been an investment 
analyst for five years, with First Na- 
tional Bank of New York. Previously, 


Spring Clean-Up Data 
Available from NFPA 


A complete line of materials to pro- 
mote 1961 Spring Clean-Up is now avail- 
able from the National Fire Protection 
Association, international sponsor of this 
important annual fire safety campaign. 
For local fire departments, chambers of 
commerce and other organizations spon- 
soring clean-up campaigns in their com- 
munities, the association has prepared a 
campaign kit with news releases, radio- 
TV spots, newspaper mats and other use- 
ful aids. 

“Clean Up for Fire Safety” is the theme 
of the eye-catching two-color poster, 
which has Sparky the Fire Dog for its 
central figure. The same message and 
illustration appear on a window streamer 
and a coloring sheet for children, as 
well as on an attractive folder, “Clean 
Up for a Fire Safe Home.” 

Folders on a wide range of home and 
personal fire safety subjects are also 
available from the association. A new 
folder “Stop Fire on Your Job” has also 
been prepared for distribution to com- 
mercial and industrial workers. 

Another useful item is a_ telephone 
sticker which has room for emergency 
numbers and is easily affixed to the base 
of the instrument. For samples and in- 
formation, write the public relations 
department, National Fire Protection As- 
sociation, 60 Batterymarch Street, Boston 


10, Mass. 





Levaur Joins Resolute 


Henry A. Levaur, until recently a Ford 
dealer in Fall River, Mass., has been 
appointed a special agent of the Resolute 
Insurance Group. He will represent both 
the Resolute and the Resolute Credit 
Life in the Pittsburgh area. 

Mr. Levaur, who studied law at George 
Washington University, Washington, 
D. C., has had experience in automobile 
and sales finance businesses. This in- 
cludes operation of Levaur Ford in Fall 
River for six years. Prior to his Ford 
affiliation, he was a DeSoto-Plymouth 
distributor for Rhode Island and part of 
Massachusetts. At one. time, he also 
managed Auto Owners Finance Com- 
pany, Boston. 


MAURICE D. STACK 


he had been associated with an 
ance association and the Carnegie 
poration of New York. 

Mr. Semple was born in St. Louis and 
was graduated from the Massachusetts 
Institute of Technology. 

Mr. Stack attended the University of 
Notre Dame, was graduated $7 Man- 
hattan College and has an M.B.A. degree 
from Harvard Graduate School of Busi- 
ness Administration. He is a member 
of the New York Society of Security 
Analysts. He served during World War 
Ii in the Corps of Engineers, U. S. 
Army, and was discharged a major. 
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Interstate Shows Gain 

A 26% increase in 1960 premium writ- 
ings has been reported by Interstate Fire 
& Casualty of Chicago. Cameron Brown, 
Brown & Sons, Inc., 
managers of Interstate, said that 1960 
writings totaled $8,200,000, compared wit! 
$6,500,000 in 1959 


president of Geo. F. 


Interstate’s capital and surplus in- 
to $2,600,000 


years the c 


creased from $300,000 during 
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the nine been 
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National Union Dividend 
The National Union 


has declared a regular quarterly dividend 


Fire of Pittsburgh 


of 55¢ a share on the outstanding 
capital stock of the company. The 
dividend, raised from a regular 50¢ a 
share rate last December to the present 
rate, is payable March 23, to shareholders 


March 1. 


of - cord on 








the meeting of directors, President 
Wi Ml am MacLean stated that operations 
for the current year continue to show 
improvement over the same period last 


year. 


today’s 
Minute Man 


..at the Middlesex Mutual and 
Lynn Mutual Companies brings 
greater business security to 
Agents through the fast, depend- 
able service he makes available 
for their clients. The close 
interest which the “Minute Man 
Companies” maintain in their 
Agents’ individual achievements 
and progress reflects a 134-year 
tradition of sound working as- 
sociations. More and more pro- 
gressive Agents are relying today 
on this superior relationship and 
modern Minute Man coverages 
to enhance their business success. 





MUDDIFSEX MUTUAL 
LYNN MUIVAI»5 
Fire Insurance Companies 
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Creative Selling Will Open Wide 


Markets For Insurance, Says Holzer 


North America Executive Tells CPCU-FIIC Seminar Package 
Forms, Company Automation, Giving Producers More 
Time to Sell Will Bring More Profit to Industry 


Creating competition is the way to 
tackle present and future opportunities 
in the opinion of Norman R. Holzer, 
assistant secretary of the Insurance 
Company of North America. This mar- 
keting philosophy has proven its bene- 
fits to policyholders, agents, company 
and stockholders he told the Third In- 
ternational CPCU-FIIC Seminar held at 
Syracuse, N. Y., where educational lead- 
ers from this area of the United States 


and Eastern Canada met 
Holding the future will be best for 
those who know change is the law of 


the universe, Mr. Holzer said that agents 


should do what they are best equipped 
to do, namely making direct contacts 
with prospects for selling and servicing, 


and companies should do what they can 
do best, handling the business efficiently. 
Then both will make a profit, he pre- 
dicted. Presenting what he termed sound 
resolutions worthy of consideration by 
the stock company-agency marketing 
team Mr. Holzer said: 


Resolutions for 1961 


“1. I will give my customers the very 
best quality products I possibly can in 
1961. 

I will learn, practice, and apply the 
fine art of persuasion and cerative sell- 
ing, constantly thinking of new methods 
to help customers solve their problems. 

I will be quick to spot the obsolete, 
and quick to discard it—be it products, 
methods, or attitude. 

“4. I will establish net income and 
profit as the measure of my perform- 
ance—not rate of commission. 
and honestly 
my own 
but the 


compete fairly 
knowing that 
only myself, 


“5. I will 
for sales 
benefit not 
industry 


sales 
entire 


Three Suggestions for Future 


“T submit for consideration, 
that we can take up the 
creating competition—one, 
usefulness of automation and electronics; 
two, capitalizing on the potential of 
package policy underwriting and pro- 
duction; three, selling to the needs of a 
demanding and more’ knowledgeable 
public,” Mr. Holzer said. 

“From an overall processing 
point, this insurance business is 
cipally a matter of computing 
and recording information. 
data processing machines 
striking breakthrough in man’s ability 
to compute, relate and record informa- 
tion—providing a tremendous potential 
for improving our ability to process 
business efficiently. At the same time, 
the system changes that will be required 
will also be tremendous. 


three ways 
challenge of 
exploiting the 


stand- 
prin- 
relating, 
Electronic 
represent a 


“All the information we need to oper- 
ate an insurance business, all the in- 
formation our processing offices need 
to examine and account for business, all 
the information the branch production 
office and claims office need to keep on 
top of sales and services, and all of the 
information an agent needs to keep 
abreast of his insurance operation, 


exists in three simple spots—the insur- 
ance application, the claims notice or 
draft, and the expense voucher. 


Electronic Computers 


“The introduction of an electronic 
computer at this point brings important 
results. Information drawn from the 
three basic forms, injected into a com- 
puter can produce these records—the 
customer's policy, his bills, the agent’s 
commission account, his premium ac- 
count, his operation notices, his cus- 


tomer files, plus all the head office man- 
agement reports we are producing now, 
and all the branch office and under- 
writing information required—and all 
right down to the individual risk level,” 
Mr. Holzer continued. 

“IBM, whose business is computers, 
suggests even further refinements to rev- 
olutionize present ways of doing things. 
Units the size of show boxes will dem- 
onstrate a phenomenal capacity to mem- 
orize and analyze data. They can be tied 
in with the accounting and bookkeeping 
so that when a product or service is sold, 
the sale will be registered simultaneously 
in the accounting, statistical and cover- 
age records of a central processing 
headquarters. There, evidence of the 
transaction including premium, mode of 
payment, and scope of coverage can be 
stored for instant referral in a nation- 
wide account file—equipped to produce 
all the records required by the com- 
pany, and by the agent. 

“In the agency-company 
the agent is the sales and service spe- 
cialist. His great and lasting contribu- 
tion to the progress of American insur- 
ance has been in distributing protection, 
not bookkeeping that protection. Yet 
today, the agent spending 50% of his 
time in supervising and handling clerical 
details is the rule rather than the excep- 
tion. On the other side of the coin, the 
company, as processing and handling 
specialists, is still hampered in many 
cases by out-of-date methods that can 
also raise expenses and squander time. 

“At INA we discuss this area as the 
segregation problem—the segregation of 
duties that hasn’t changed in 50 years. 
Some of the duties of policywriting, bill- 
ing, delivery, recording and reporting, 
collecting, are done by the agent—some 
by the company—some by both parties— 
and some efforts are duplicated. 


Free Agent of Clerical Chores 


“Perpetuation of this system will con- 


relationship 


tinue to dull the independent agent’s 
competitive impact. An agent free of 
clerical chores can devote more time to 


thinking like a creative salesman—will 
in turn welcome and demand new prod- 
ucts and innovations of service will seek 
further opport unity for earning customer 
favor, and in turn achieve higher profits. 

“Imagine an underwriting department 
that can adjust its marketing to current 
rather than past experience—a company 


service organization that can engineer- 
out the loss causes before they become 
frequency cases. Picture a marketing 
department that spots trends with un- 
canny accuracy—a research and new 
product development department that 


transforms concepts into finished prod- 
ucts in days, instead of months. Consider 


the underwriting and sales advantages 
of test marketing new products, cover- 
age innovations and rating programs 


Electronics 
of these things near 


Mr. Holzer. 


Package Insurance 


without making a single sale. 
is making many 
realities,” declared 


“The innovation of packaged insurance 
is one of the most signficant yet con- 
ceived, for the benefit of the industry, 
and it has a great role to play insuring 
business. INA has been a leader in mul- 
tiple line developments, having played 
a prominent role in framing permissive 
legislation. Leading the way with the 
Homeowners policy, we feel that it has 
done more to foster competition than 
any other single factor in the history of 
the business—and it has been enthu- 
siastically received by the public be- 
cause it satisfies the consumer’s search 


for simplicity, convenience, and economy. 


“The recent introduction of an INA 
continuous Homeowners policy with 
merit rating, also calls for some up-to- 
date thinking. This refinement in the 
personal lines package policy is designed 
to place the business is an unassailable 
position—free from the sniping of price 
competition, secured by professional 
agency organization can offer more value 
for the money with a direct billed, con- 
tinuous form of protection, which by its 
particular design, assures the producer 


more time for professional sales and 
service,” Mr. Holzer observed. 
Favorable Results of New Policy 


“Speaking of a champion to support 
the package policy, direct billing con- 
cept—INA’s confidence in the future of 
package protection has again been sub- 
Stantiated with a review of the first 18 
months results with INA-Champion, our 
answer to creating competition for con- 
trol of preferred personal automobile in- 
surance business. This plan is now avail- 
able in 41 states. 

“A single package, it includes single 
limit third party coverage, medical pay- 


ments, uninsured motorist and direct 
damage. Written for a term of six 
months, it may be extended for addi- 


tional six month periods upon payment 
of the prescribed premium. Its simpli- 
fied rating structure and operating prin- 
ciples reduce agent’s detail work to a 
minimum and permit the delivery of 
tailored protection on the spot. 

“The reception to INA-Champion’s 
continuous form, simplified operating 
procedures, and convenient billing rou- 
tine validate its modernized concept of 
client service. An attrition rate of less 
than 5% on existing business subject to 
continuation, has confirmed the general 
acceptance of the direct bill approach. 
Such a limited turnover offers convinc- 
ing proof that there is no loss of pro- 
ducer control through the direct billing 
routine. 

“This policy has clearly established its 
value in the mass market of automobile 
owners. INA-Champion’s easily under- 
stood coverage and limits of protection, 
broad scope, and efficient amendment 
routine encourage insureds to accept the 
concept of continuous protection, serv- 
iced by one interested agent. It is prov- 
ing that the agency-stock company 
partnership can earn and maintain a 
controlling position in the market for the 
personal account. 

“We are now turning our talents and 
accumulated experience to the even more 
complicated area of commercial multiple 
line—firmly committed to the concept 
that packages offer the best value to the 
customer, the best opportunity to the 
producer, and the best future for an in- 
surance company. We can foresee the 
day—not too far off—when total pack- 
age premiums will dwarf the premiums 
for separate contracts. Already we have 
introduced four—each combining essen- 
tial physical damage coverage with third 





party liability. The immediate success 
of these policies attests to the inherent 
demand from insureds—as well as the 


sound judgment of the agents and of 
brokers who recognize this important 
trend.” 


(To Be Concluded) 


Worcester Mutual Names 
Hartigan Executive Asst. 


Richard G. Hartigan has been named 
executive assistant, a new position in the 
agency department of the Worcester 
Mutual Fire of Worcester, Mass. Mr. 
Hartigan has been working in the field 
for the Worcester Mutual for 10 years, 
concentrating his activities in New Eng- 
land and developing new territories out- 
side this area. In this new position he 
will continue to be active in development 
ot new agencies and new territories. 

Before joining the Worcester in 1951, 
Mr. Hartigan was special agent for the 
Kemper Companies, and later became 
service office manager in Boston for the 
General Insurance Co. of America. He 
was made agency supervisor of the Wor- 
cester in 1955. 
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Gains by St. Paul-Western Group 


Record sales during 1960 are reported 
by St. Paul-Western Insurance Group. 
The group consists of St. Paul Fire and 
Marine, St. Paul Mercury and Western 
Life. Premium volume was $189.5 mil- 
lion, an increase of 8.14% over 1959. The 
15,000 property and indemnity agents of 
St. Paul F. & M. accounted for $173.2 
million in premiums. Western Life’s 
3,000-man sales force boosted premium 
income 16% to $16.3 million. 


Net gain from operations (underwrit- 
ing and investment profits, less taxes) 
reached $10.6 million. as compared to $11 
million in 1959. Underwriting rr 


Chamber 7) Commerce 
Fire Safety Contest 


The Chamber of Commerce of the 
United States is sponsoring its 38th 
annual National Inter-Chamber Fire 
Safety Contest for local chambers of 


commerce throughout the United States. 
Purpose is to help build community 
support for the fire prevention and fire 
safety efforts of local fire departments 
and to recognize the local chambers that 
are outstandingly successful in promoting 
community interest and action in fire 
safety. 

To date several hundred chambers are 
participating in the contest. They are 


submitting records and scrapbor ks on fire 
prevention and safety activities in 1960 
in their communities. 





New Edition on Costs 
Of Running an Agency 


Despite the growing popularity of 
package policies, the cost of running an 
insurance agency is continuing to move 
higher according to the biennial study 
of agency expenses conducted by The 
Rough Notes Co., of Indianapolis. The 
new edition of “What It Costs To Run 
An Agency” shows that agencies of all 
sizes except those w riting between $400,- 
000 and $1 million in premiums annually, 
are plagued by higher expenses, with the 
small agencies being the hardest hit by 
increased costs in 1959, 


Containing data compiled from ques- 


. mnaires received from thousands of 
local insurance agents throughout the 
United States, this new edition gives 


detailed income, expense, and net profit 
figures for agencies writing from $15,000 
to over $1 million premiums annually. 
Average figures are divided into seven 
size classifications—$15,000 to $30,000; 
$30,000 to $60,000; $60,000 to $100,000 ; 
$100,000 to $200,000; $200,000 to $400,000; 
$400,000 to $1 million; and over $1 million. 

Operating results in each category are 
shown for average, more than aver age, 
and less than average profit agencies. 
An analysis made by Carl O. Pearson, 
editor of Rough Notes magazine, dis- 
closes that an agency is less dependent on 
outside activities for other income as 
its premium volume expands; that the 
more solicitors, sub-agents, and brokers 
there are in an agency, the less profit 
is realized by the agency; that office and 

sales costs per policy tend to rise as the 

agency gets larger, while the percentage 
of profit tends to decline as an agency 
writes more business; that there is little 
variation in the percentage of income 
Spent on advertising; and that the num- 
ber of policies being written by agencies 
is declining. 

“What It Costs To Run An Agency” 
sells for $2 per copy, less in quantities. 
Orders should be mailed to The Rough 
Notes Co., Inc., 1142 North Meridian 
Street, Indianapolis 6, Ind, 


N. Y. BOARD NAMES THOMAS 


George F, Thomas, vice president of 
the Phoenix Insurance Co. of Hartford, 
has been named to serve on the com- 
mittee of losses and adjustments of 
the New York Board of Fire Under- 
writers to succeed Edward H. Gillman, 
retired. 


totaled $1.2 million for the year or .7% 
return from earned premiums. During 
1959 the ratio of underwriting profits to 
premium earned was 2.2%. 

Claims and losses cost St. Paul about 
$104.9 million last year. Nine major 
windstorms in 1960 cost over $2.5 million 
paid to 11,500 claimants. Hurricane 
Donna, which blew up the East Coast 
in September, alone cost the company 
$2.1 million, almost the exact amount 
last year’s profit was under 1959's. In- 
vestments earned $10.6 million during 
1960, some 10% over 1959. St. Paul 
bought $26.4 million in stocks and bonds, 
bringing the total value of investments 
to $190.7 million in bonds and $141.2 
million in common stocks. 

Phase One of the $6 million new build- 
ing project in St. Paul was completed 
last August, with most of the company’s 
1,518 employes working in St. Paul now 
officed in the new five-story building at 
the corner of Fifth and Washington Sts. 


Phase Two is underway with a five- 
story addition under construction at 
Sixth and Washington and an _ older 


structure being completely renovated to 
conform to the new building. The com- 
pany employs almost 3,300 men and 
women, with operations in over 100 field 
offices throughout the United States and 
Canada. 


New York Board Losses 
Were 13% Higher in 1960 


There were 1,154 claims for $3,328,975 
assigned in December to the committee 
on losses and adjustments of the New 
York Board of Fire Underwriters. This 
compares with 1,129 losses for $2,453,538 
in December, 1959, showing an increase 


in number of losses of 2.21% and in 
amount of 35.68%. 

For all of 1960 Secretary E. C. Niver 
reports 19,324 assigned losses for $31,- 


912,570 against 10,889 claims for $28,- 
159,820 in 1959. Practically the entire in- 
crease in number of losses, 77.46%, was 
on extended coverage and other lines, 
due principally to the hurricane last 
fall, and most of rise in amount, 13.33%, 
also resulted from the hurricane. 


Boston Names Morreale 


H. C. Morreale been appointed 
underwriter of the Boston Insurance 
Group for the inland marine and ocean 
department in Atlanta, Ga. Prior to join- 
ing the Boston Mr. Morreale had inland 
marine and multi-peril underwriting ex- 
perience with several other multiple line 
insurance companies. 

A graduate of St. John’s University in 

3rooklyn, Mr. Morreale served with the 
United States Navy during World War 
II for two and half years. 


has 





YOUR BONDING PROSPECT 
CAN'T “BEAT THE PERCENTAGE"! 


It has been estimated that one-fifth of next year’s in- 


crease -in. the U. '§. gross national product will be 
diverted by employee dishonesty ...a staggering’ 
$1,500,000,000 .. . yer four out of five such estes are 
not under bonding protection. 









FIDELITY BONDING 








The London & Lancashire Group 
has recently developed a com- 
prehensive sales kit for building 
employee’s bonds premium vol- 
ume. Contact the L. & L. field 
office nearest you, 


or write Ad- 


vertising Department, London & Lancashire Group, 
20 Trinity Street, Hartford, Connecticut. 
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AND 
LANCASHIRE ” 
GROUP 






20 Trinity Street, Hartford, Connecticut 
CHICAGO 


NEW YORK «+ 





Lonpvon & Lancasaue GROUP 
THE LONDON & LANCASHIRE INSURANCE COMPANY, uo. 

SAFEGUARD INSURANCE COMPANY 

STANDARD MARINE INSURANCE COMPANY, LID. 






. 







— 


SCRUTINIZE RE. ARRANGEMENTS 





Internal Revenue Service to Check Do- 
mestic and Foreign Reinsurance Re- 
lationships for Tax Purposes 


Reinsurance arrangements between 
closely related domestic and foreign 
companies are in for further Federal 


inspection. 


“In the examination of returns,” the 
Internal Revenue Service has announced, 
“it will scrutinize carefully all reinsur- 
ance arrangements between di ymestic and 
foreign reinsurers in cases where a close 
relationship exists . . . to determine for 
Federal income tax purposes whether, in 
substance, the particular arrangements 
are entered into with a bona fide business 
purpose or, in fact, represent a plan 
for the avoidance of Federal income 
taxes,” 

Furthermore, unless it can be “clearly 
shown” that a real business purpose 
dictated the reinsurance arrangement, it 
will be assumed that the 
“was availed of for the 
avoidance, and... 


arrangement 
purpose of tax 
the arrangement will 
be disregarded in arriving at the sub- 
Stance of the transactions for purposes 
of Federal income tax.” 

Moreover, even though there is evi- 
dence of a bona fide business purpose 
in the establishment of a foreign reinsur- 
ance subsidiary, IRS warned, section 482 
of the 1954 Internal Revenue Code ap- 
plies and, to 


prevent tax avoidance, 

permits the allocating of income among 
controlled corporations. 

Foreign reinsurance schemes involv- 


ing reinsurance subsidiaries set up in so- 
called tax haven countries have been 
aahie investigation for some months in 
both Treasury and Congressional circles. 


Merchants Names Gaynor 


And Wafer in N. Y. Field 


The Merchants of New York Group 
announces addition of Hugh Gaynor and 
Don: ild J. Wafer to be New York State 
field representatives. Mr. Gaynor will 
have headquarters in Cornwall-on-Hud- 
son, N. Y., and will travel eastern New 
York State in the capacity of multiple 
line fieldman. 

Mr. Wafer will be 


headquartered _ in 
Rochester, N. Y., 


similarly in a multiple 
line capacity for both the Merchants 
Fire Assurance Corporation of New 
York and the Merchants Indemnity Cor- 
poration of New York, and will 
western New York State. 


New lll. CPCU C Chapter 


A new Central Illinois chapter of the 
Society of Chartered Property and Cas- 
ualty Underwriters was organized by 21 
area insurance men at a 
Bloomington. They formally 
the Society for permission to 


travel 


meeting in 
petitioned 
organize 


the new CPCU chapter. Most members 
of the new group have been associated 
with the Chicago chapter. 


The group aecked Steven M. Morten- 
son, manager of Standard Accident in 
Peoria, as president, and Kenneth L 
Schroeder, treasurer of State Farm Fire 
and Casualty Company in Bloomington, 


*s vice president. Campbell K. Evans, 
Champaign agent, and Nathaniel R. 
Evans, bond manager for Aetna Cas- 
ualty and Surety in Springfield, were 
elected secretary and treasurer respec- 
tively. 
Managers Name Culibrk 

Steve Culibrk, manager of Citizens 


National Bank’s insurance division, has 
been elected president of the Southern 
California Chapter, American Society of 
amend Management. He succeeds M 
J. Bowman of American Potash and 
Chemical Corporation. Mr. Culibrk is 
one of the founders of the risk manage- 
ment group, organized in 1951. 
Other newly filled offices 
president, Norman Horney of 
dated Rock Products; secretary, 
Rathbun of Union Oil; assistant 
tary, Paul Harvey of Richfield Oil; 


are vice 
Consoli- 
Homer 
secre- 
treas- 


urer, William Mortimer of Douglas Air- 
craft. 
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Amer. Mutual Alliance Supports 
State-by-State On “Prior Approval” 


\ stand for state-by-state and line- 
by-line handling of the “prior approval” 
issue in insurance rate regulatory laws 
forth on behalf of mutual fire 
American 
Paul S. 


was set 
and casualty companies in the 
Mutual Insurance Alliance by 
Wise, assistant manager of the Alliance, 
appearing February 10 before a Chicago 
meeting of the subcommittee of the Na- 
tional Association of Insurance Com- 
nussioners 

The subcommittee, headed by Joseph 
S. Gerber, Illinois Insurance Commis- 
sioner, is reveiwing fire and casualty 
rating laws and regulations. The prior 
approval session, before which Mr. Wise 
made the Alliance statement, considered 
pros and cons of giving or denying state 
commissioners the power to apply rat- 
ing-law standards to any rate filing prior 
to its use by the filer or by the members 
or subscribers of a rating organization 

“Flexible state-by-state approach, rec- 
ognizing the needs of the various states, 
would permit the maintenance of sta- 
bility where it presently exists, Mr. Wise 
pointed out. Equal competitive oppor- 
tunity can be sought where it does not 
cxist. Relief can be sought from im- 
proper administration of the law. Em- 
phasis can be concentrated in areas 


needing change 


“If nothing else,” he stated, “we should 
have learned you cannot have one sys- 
tem that will be equally effective and 
applicable in all states in all lines of 
insurance. The very strength of state 
regulation is based on the principle that 
by 1 sensitive to the needs and con- 


being 
litions which exist in a state, insurance 


administrators can best serve the public 
interest. One of the weaknesses of Fed- 
eral regulation is that it provides for a 
uniform law and uniform administration 
which does not recognize the varying 
needs of the states.” 

A half-dozen factors should be con- 
sidered in making a decision on prior 
approval, foregoing any abstract gener- 
alization divorced from the relationship 
of prior approval to lines of insurance, 
to the effectivenes of administration and 
to the general philosophy of the law in 


which it may be included, Mr. Wise 
pointed out ; 
“To illustrate, the decision on prior 


aproval might be governed by: (1) 
Whether the system is characterized by 
strong bureaus to which most companies 
may belong, (2) the extent to which the 
business in the state is written by bu- 
reau members, (3) the extent to which 
uniformity in rates and forms have been 
developed, (4) the number of rate filings, 
(5) the competency and comprehensive- 
ness of supervision, and (6) a tradition 
ol nonpolitical attitudes toward rates.” 

Mr. Wise cited previous reports of the 
subcommittee as making it “evident that 
your subcommittee recognized that the 
needs, capacities and conditions prevail- 
ing in the several states vary to such a 
degree that any attempt to provide a 
uniform rate regulatory law would pro- 
duce unequal and perhaps undesirable 
results. It is the Alliance belief that 
necessary stability in the rating process 
can best be achieved by taking into full 
account these needs, capacities and con- 
ditions. We are holding to that position 
on the subject of prior approval.” 





NAIA Backs Retention 
Of Rate “Prior Approval” 


The National Association of Insurance 
Agents favors retention in state rating 
laws of present provisions requiring 
prior approval of rates changes by the 
Inst irance Commissioner before such can 
be put into effect. General Counsel 
George S. Hanson of NAIA told a rating 


subcommittee of the National Associa- 
tion of Insurance Commissioner in 
Chicago last week that “widesp read 


elimination of prior approval of rates 
vould pri ruinous competitive rate 
wars and would not be in the best in- 
1 public, the agents, or the 
industry as a whole. 


woke 


terests of the 
insurance 

“We believe that the public interest 
and solvency of the industry as a whole 
1ecessitates prior review by a commis- 
sioner of the re asonableness and com- 
pliance of rate filings with the state 
law.” 

Mr. Hanson said he believed elimina- 
tion of prior approval would lead to 
rate wars. “If dog eat dog competition 
becomes the pattern of operation,” he 
added, “the clock will have been turned 
back many years. The result, we believe, 
would be insolvency of insurance com- 
panies, particularly the smaller ones, or 
in the alternative, many mergers of the 
less successful or less fortunate com- 
panies with their larger competitors 

“The end result of this practice would 
be a tendency toward monopoly of a few 
giants in the insurance business.” 

While emphasizing that independent 
prepared to meet 
responsible competition be- 
believe that their products 
and their services are superior,” the Na- 
tional Association acknowledged that, 
similar to the experience of companies, 
many mergers and sales of agencies have 
occurred. If “no prior approval” be- 
comes the widespread pattern, the NAIA 
said that “many more mergers and sales 
will take place because only the largest 
agencies can meet the destructive com- 
petition which would be the new pat- 
tern.” 


agents are “well 
rderly and 


cause they 
\ 








Steele Joins Buffalo as 
Administrative Assistant 


The Buffalo Insurance Co. has named T 
Corwin St » as administrative assistant 
to Henry L. Miller, fiscal vice pr ay ree 
and secretary of the company. Mr. Steele 
will supervise all accounting and statis- 
tical functions and will act as coordinator 
between the home office and branch of- 
fices of the company. He will also be 
responsible for methods and procedures. 

Mr. Steele was associated with the 
Royal Globe Insurance Group for all of 
his insurance career in various account- 
ing and administrative positions. His 
last P ysition' Was secretary and controller 
of the group. Mr. Steele is a native of 
Maplewood. N. J. He attended New 
York University School of Commerce 
and Accounting. He is a member of the 
Controllers Institute of America, Na- 
tional Association of Accountants, Amer- 
ican Management Association and the 
Harvard Business School Advance Man- 
agement Association 


Springfield Dividends 


A 5% stock dividend on the common 
stock of Springfield Insurance Company 
has been declared, payable on April 1, 
to stockholders of record March 3. 

Quarterly dividends of $1.63 on the 
$6.50 preferred stock, and 25¢ a share on 
the common stock were also declared, 
payable April 1, to stockholders of rec- 
ord March 3. These payments will be the 
llth quarterly dividend paid to stock- 
holders on the preferred, and the 293rd 
regular quarterly dividend paid on the 
common stock. Springfield Insurance Co. 
has paid cash dividends continuously 
since 1867. 


IRWIN E. DEULL DIES 
Irwin E. Deull, 63, died February 7 in 
suffalo, N. Y., General Hospital. He was 
presi dent of the New York Fire Adjust- 
ment Corp. since 1936 Jefore going to 
that area in the late 1930's he was in the 
insurance business in Philadelphia 
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Name Pittsburgh I-Day, 
March 14, Top Speakers 


Joseph H. Kronz, secretary of the 

National Union Insurance Companies 
and general chairman of Pittsburgh 
-Day announces plans for the 35th an- 
nual Insurance Day, March 14, at the 
Pittsburgh Hilton. 

Guest speaker for the affair will be 
3ruce H. Suter, senior consultant of the 
insurance department of Ebasco Serv- 
ices, Inc. Mr. Suter, a recognized au 
thority on planning, maintaining, and 
revision of corporate insurance pro- 
grams, will speak on: “Professionalism 
\ Basic Need.” His experience record 
includes service with the South-Eastern 
Underwriters Association before joining 
Ebasco. In addition, he is a member of 
the National Fire Protection Associa- 
tion, the insurance section of the Ameri- 
can Management Association and the 
insurance committee of the Atomic In- 
dustries Forum. 
include : 
executive vice 
Insurance Com 


Forum speakers for the day 
Edmund L. Zalinski, 
president of the Life 
pany of North America; Morton V. V. 
White, Allentown, Pa., chairman of the 
special committee on Federal affairs of 
the National Association of Insurance 


Agents; Francis R. Smith, Insurance 
Commissioner, Pennsylvania; Ivan H 
(Cy) Peterman, director of the In- 


surance Information Office of Pennsyl- 
vania; and John N. Cosgrove, associate 
editor of the National Underwriter. 


Joseph Murphy, industry marketing 
manager for the insurance division of 
IBM Data Processing will be feature 


speaker for a special forum. This forum, 

as well as the rest of the day’s events, 

will be sponsored by the Insurance Club 
t Pittsburgh. 


Curlee Vice President 
Of Preferred Ins. Co. 


Election of Alfred T. Curlee as vice 
president of Preferred Insurance Co. of 
Grand Rapids, Mich., and as a director 
of the company’s subsidiary, South- 
western Indemnity, is announced. 

Mr. Curlee is vice president of South- 
western and also a member of the 
company’s executive committee. He went 
to Preferred early last year as assistant 
vice president and production manager 
Later Mr. Curlee was appointed director 
of agencies of both companies and will 
continue in that capacity, but will also 
assume other executive duties as well. 

Before joining Preferred, Mr. Curlee 
was with the Royal Globe Insurance 
Group for 10 years. He is a graduate of 
the University of Virginia. 
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SCOTTISH UNION AND NATIONAL 
INSURANCE COMPANY 
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HARTFORD 2, CONNECTICUT 





Crum & Forster Monthly, 
Quarterly Payment Plan 


The Crum & Forster Group has intro- 
duced an optional extended premium 
plan. The 
provides for the monthly 
payment by 


payment endorsement plan 
or quarterly 
insureds of 
miums directly to the 


tachment to 


insurance pre- 
company by at 
an eligible policy of an en- 


dorsement by the agent. No note or 
signed agreement between company and 
insured is required. The plan has been 


filed and accepted many states. 


INA Pittsburgh Sessions 


On Insurance Packaging 


Company of North 
America, in cooperation with the World 
Trade Council, Chamber of Commerce 
of Greater Pittsburgh, is presenting a 
series of discussions en! itled, “Insurance 
and Packaging.” The meeti ngs are de- 
signed to present and explain the latest 
trends in marine packaging and safety 
practices. Scheduled for four succes- 
sive Thursday evenings, February 9, 16, 
23, and March 2, the meetings are being 
held in the Koppers Building in down- 
town Pittsburgh. 


The Insurance 


Discussion leaders include J. L. Car- 
son, assistant manager, and R. W. Miehl, 
special agent of INA’s Pittsburgh office. 
Participating discussion leaders from the 
company’s home office, Philadelphia, in- 
clude John Mount, manager, marine 
service department and Paul C, John- 
son, marine underwriter. 

Specifically, the sessions will 
development of transportation, history 
of marine insurance, marine insurance 
in for eign trade today, hazards of trans- 
portation, controlling preventable losses 
tthrough proper packing and marking, 
proper insurance for foreign shipments, 
advantages of the marine open cargo 
policy, getting the most out of marine 
insurance, claim procedure and payment 
of losses. 


cover: 


ARTHUR McKAY DIES 


Arthur McKay, insurance agent of 
Hamilton, Ontario, for 40 years, died 
February 4 after a long illness. He was 


62. At the end of World War I he found- 
ed his own firm, Ralph McKay Limited. 


‘ 
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Bill to Bar Auto Mfrs. 
Owning Finance, Ins. Units 


Benefits which the automobile busi- 
ness and the pwblic could realize from 
proposed legislation to prohibit auto- 
mobile manufacturers from engaging in 
retail financing or insuring are cited 
in a leaflet distributed by the American 
Finance Conference of Chicago to its 
member companies, independent sales 
finance firms. According to the AFC 
leaflet, such legislation would help reduce 
finance charges, restore the U. S. to its 
leading position in the world automobile 
market, and restore full employment to 
the U. S. auto industry. 

The leaflet is the first of a series 
planned in an educational program, ac- 
cording to Paul Jones, American Finance 
Conference executive committee chair- 
man. The program, which cites a bill 
introduced by Rep. Emanuel Celler of 
New York to separate auto companies 
from financing and insurance subsidiaries 
is the result of research by the AFC 
into the role of time sales financing in 
the auto industry, Jones said. 

Congressman Celler, chairman of the 
House Judiciary committee, in introduc- 
ing his bill, H.R. 71, said one purpose is 
to separate General Motors Acceptance 
Corporation from General Motors Cor- 
poration, 


Reliance Stockholders 
Approve Capital Boost 


Stockholders of Reliance Insurance 
Co., at a meeting held at the head office 
in Philz idelphia, approved by an over- 
whelming vote an increase in the au- 
thorized capital from $12,000,000 to $24,- 
000,000. This is an increase from 1,200,- 
000 shares of $10 par value to 2,400,000 
shares of $10 par value. 

Kenneth B. Hatch, president, s‘ated 
that it was contemplated that nearly 
500,000 of the shares would be offered 
to stockholders of the Standard Acci- 
dent in line with proposed exchange of 
stock which has been agreed upon by 
directors of both the Standard Accident 
and the Reliance. 


Klein Has New Edition of 
Business Interruption Book 


Although the volume of business in- 
terruption insurance has shown growth 
in recent years, there are still far too 
many insurance agents and brokers who 
regard it as the mystery form of insur- 
ance, H. C. Klein declares in the com- 
pletely new edition of Business Inter- 
ruption Insurance, published by The 
Rough Notes Co., Inc. 1142 North 
Meridian Street, Indianapolis, Ind. 

One of the leading text books on busi- 
ness interruption insurance since its first 
printing in 1950, the fourth edition covers 
the policies now being adopted nation- 
wide under the new business interruption 
program, using the gross earnings form 
as a basis. Mr. Klein states that the 
gross earnings form has emerged as the 
single standard coinsurance type con- 
tract which has demonstrated ability to 
simplify the writing of business inter- 
ruption insurance, and adapts itself to 
the needs of all types of business enter- 
prise, 

3usiness Interruption Insurance has 
328 pages, and is bound in a gray hard 
cover, with the title printed in red. The 
book sells for $5 per copy, less in quan- 
tities. Mr. Klein was long associated 
with the New York Underwriters Insur- 
ance Co. and during those years became 
a leading authority on business inter- 
ruption coverage. 


PUTZEL GAB MGR. IN PA. 
Harry M. Putzel has been appointed 
manager of the Germantown, Pa., office 
ol the General Adjustment Bureau. He 
succeeds William T. Shindel who has 
een transferred to New Brunswick, 
as senior adjuster. Mr. Putzel 
joined the General Adjustment Bureau 
at Philadelphia in 1953. Since 1959 he 
has served in the Germantown office as 
Senior adjuster, 


Gibson is Advanced by 
Phoenix of Hartford 


Stanley A. Gibson has been appointed 
resident secretary, New England district 
office, for the Phoenix of Hartford 
Companies. A native of Hartford, Mr. 
Gibson’s entire business career has been 
spent with the Phoenix. He was asso- 
ciated with the fire, marine and claims 
department of the home office from 1935 
through 1946. In 1946 he was transferred 
to Boston as fire and marine special 
agent, was promoted to state agent for 
eastern Massachusetts in 1950, and in 


1956 was appointed manager of the 
Boston office. In 1958 he was made New 
England district manager. 

He is a past president and member 
of the executive committee of the Bay 
State Club and has served for many years 
as an instructor at the Insurance Library 
School and agents and brokers schools. 
He is a member of the regional advisory 
committee of the General Adjustment 
3ureau. 


DENVER INSURORS ELECT 


New officers of the Denver Insurors, 
were installed recently by Sam Beery, 


Colorado Insurance Commissioner. They 
include C. Wesley: Schoelzel of Van 
Schaack & Co., president; Raymond 
Otstot of Leibman-TeBockhorst & Co., 
vice president; Jack Miller of lack 
Miller Agency, treasurer; and Ted Pat- 
terson, of Van Schaack & Co., secretary 
Retiring president Clifford Johnson of 
the Wolff Insurance Agency will remain 
on the board of directors. 





ST. PAUL F. & M. DIVIDEND 

The St. Paul Fire and Marine has de- 
clared a dividend of 36 cents per share, 
payable April 17 to stockholders of rec- 
ord April 10. 
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Mutual Agents’ Association Sets 
In Motion Programs for This Year 


Plans designed to help increase the 
number and operating efficiency of its 
membership were presented and adopted 
during a series of meetings at the head- 
quarters of the National Association of 
Mutual Insurance Agents in Washington 

Joint committees representing mutual 
companies, state and regional associa- 
tions, and national headquarters met in 
three one-day sessions covering more 
efficient office procedures, public rela- 
tions, and advertising and selling. They 
followed the opening-day I 





meeting ot 
NAMIA’s membership committee. 
Headed by Wilson Flock, of Kingston, 
Pa. president of the Tri-State Asso- 
ciation, the membership committee ap- 
proved plans to sponsor state and re- 
gional membershi p-building contests. The 
group showing the great est numerical in- 
crease in members between October 1, 
1960, and September 30, 1961, will be 
awarded a prize of $200. A similar prize 
will be given to the state or regional 
association with the largest percentage 
increase for that period. Winners will 
be announced at the national convention 


Seek 10,000 Members 
NAMIA President George McKiever 














predicted it the contest will push 
NAMIA membership over the 10,000 


mark. “I look forward to announcing 
that we have achieved that goal when the 
national meeting convenes at Detroit 
next fall,” he added 

W. L. Hitchcock, vice president and 
treasurer of Norfolk and Dedham Insur- 
ance Co., led the session on more efficient 
office procedures. His committee ap- 
and submitted for publication its 
recommendations on equipping an agency 
office. The guide, containing hints on 
how to select office farait ure, machinery 
and equipment, will be made available 
to NAMIA members as part of the Sim- 
plified Office Procedures M anual. 

As further aids to members, the com- 
mittee authorized preparation of manuals 
on budget control, and procedures for 
selection, training, and administration 
of office employes Studies will also be 
made of other work Fe a proce- 
dures, including standardization of in- 
surance forms 

TI ie public 





proved 


relations comittee, headed 


by F. Br adbury Esau, Pawtucket Mutual, 
in the absence of Chairman Keith W. 
Skill n, announced plans for making 


“Mr. Mutual Agent” for 1961 a more 
coveted prize. Each state or regional as- 
sociation will be encouraged to nominate 
s candidate. “Mr. Mutual Agent” will 
then be selected from among these 
nominees, and will be honored at the 
national meeting, as well as through 
the “Salute Mr. Mutual” promotion in 
November. 


P. R. and Advertising 


Recognizing the continuing need for 
making the mutual insurance story 
known, the public relations committee 
assigned itself the task of compiling 
speech files, ad mats, and other stand- 
ardized materials for use by the member- 
ship. 

The committee on advertising and sell- 


it 
if 


ing, led by Paul Darling, Iowa National 
Mutual, developed ideas for increasing 
the use of the NAMIA monogram and 
ae It also approved preparation of 
a alog of advertising aids, scheduled 
for a ication in April, and a standard 
sales presentation covering auto and 
homeowners’ insurance. A sales personnel 
recruiting kit was also placed on the 
agenda of jobs to be undertaken this 
year . 


Present for all meetings were: Earl A. 
Lamb, New York City, chairman of the 
joint company-agents eer: F. 
Bradbury Esau, aes x: chair- 
man of the company advisory cateean. 
George R. McKiever, Miami, Fla., 
NAMIA president; Claude E. Spencer, 
Danville, Ill, NAMIA first vice pres- 
ident; Bill Stringfellow. NAMIA gen- 
eral manager, and Nicholas J. Matthews, 
newly appointed NAMIA director of 
services. 

NORFOLK AGENTS ELECT 

William E. Coley is the new president 
of the Norfolk Association of Insurance 
Agents. Other new officers are Thom W. 
Henderson Jr., vice president; and Wil- 
lam D Truitt, secretary-treasurer. 

Directors are Henry T. Keeling, retir- 
ing president, Littleton W. Parks, Lin- 
wood G. Robinson, William F. Wood, 
Robert E. Summers and Bertram S. 
Nusbaum Jr 
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Employers’ Names Jones, 


Agent, “Man With Plan” 
Frank J. Carey, chief executive of the 
Employers’ Group in Boston, announces 
selection of Gerwyn A. Jones of Walla 
Walla. Wash., as “The Man with the 
Plan for 1960.” Announcement and pres- 
entation of the citation were made at 
ceremonies held in Seattle. 

He is the second recipient of this 
award and was chosen by a committee 
of five independent agents in widely sep- 
arated parts of the country from thous- 
ands of independent agents representing 
the Employers’ Group. 

In recognition of his selection, Mr. 
Jones received the privilege of giving on 
behalf of the companies a $2,000 educa- 
tional scholarship to any deserving sec- 
ondary senior of his choice. The scholar- 
ship will be used by the selected student 
for advanced study in his chosen field. 

Mr. Jones of the Cox-Jones Insurance 
Agency has been in insurance for 28 
years. He has for many ag > a 
member and active leader in the Walla 
Walla County Agents Bata and 
the Washington State Insurance Asso- 
ciation. 


Agents and Companies 


Hold Chicago Conference 


Representatives of 18 agent’s state as- 
sociations in the Middle West met with 
western managers of the stock property 


James Johnston Agency Promotions 


At the annual meeting of the board of 
directors of James Johnston Agency, Inc., 
in Rochester, N. Y., Austin F. Grab was 
re-elected chairman of the board and 
Robert F. Woerner president 

Also elected were the following vice 
presidents, Leonard H. Henderson, Roy 
A. Duffus. Philip C. Goodwin and Robert 
J. Grab. The new secretary is James T. 
Henderson and James C. Duffus is the 
new treasurer 

Robert P. Reiners, who has been an 
associate of the agency for a number of 
years, has been elected assistant secre- 
tary Associates of the agency are Tohn 
\. Park. Vincent H. Price and also Ken 
neth I. Van Cott, Jr. who recently moved 
to Rochester from Binghamton, N 

The James Johnston Agency, Inc. was 


founded by the late James Johnston in 
1880 
Vice President Roy A. Duffus was for 
many years secretary of the agency. He 
is one of the best known agents in the 
country, having served not only as presi- 
oat of the New York State Association 
f Insurance Agents, but as a director to 
the National Association. He is a holder 
of the Woodworth Memorial, highest 
honor awarded by the NAIA to members 
for outstanding services. He has pre- 
sented talks on selling before conven- 
tions of most state associations of agents 
throughout the country. 
Vice President Robert J. Grab is the 
son of Austin F. Grab, The former has 
f Monroe County 


been president of the 
Insurance Agents Association, as well 





FOR YOUR 


55 John Street 





LIFE INSURANCE PROBLEMS 
See or Call Al Dittmann, V. P. 
DITTMANN-WHITE Life Associates, Inc. 


GENERAL AGENTS 
Affiliated with David C. White Agency, Inc. 


WOrth 4-7400 


New York 38, N. Y. 














In our 56th year 


JOSEPH 
GOLUB 


lm ~6AGENCY 





INSURANCE 
UNDERWRITERS 


130 WILLIAM ST., NEW YORK 38 
BEekman 3-5650 










Serving Our Brokers for 
over Half a Century 








insurance 


Chicago on 
Midwest 
Agents Conference, this annual affair 


companies in 


February 15. Known as _ the 


was originated by the late George Carter 
of Detroit, with the Western Actuarial 
Bureau, a number of years ago. Tradi- 
tionally it provides the organized agents 
in the territory an opportunity to present 
their ideas and problems to the com- 
panies in an open forum. 

While most items on the agenda usual- 
ly pertain to rate, form and rule matters, 
other subjects of common interest were 
also. considered. seorge A. Timm, 
Kenosha agent, presided. Besides com- 
pany executives, officials of the Inter- 
Regional Insurance Conference, Western 
Actuarial Bureau, Factory Insurance As- 
sociation, Insurance Information Insti- 
tute and the two company-owned ad- 
justment bureaus attended. 


as a director and regional vice president 
of the New York State Association. He 
was on the state association executive 
committee for awhile. 

James T. Henderson, new secretary, 
is a son of Vice President Henderson. 
James T. was voted “The Young Man 
of the Year” in Rochester several years 
ago and was secretary of the Junior 
Chamber of Commerce for several terms. 

Treasurer James C. Duffus, CPCU, a 
son of Roy A. Duffus, is also a director 
of Rochester Savings Bank, for which 
organization he spent this vacations as a 
messenger when he was in high school. 
He is on the board of directors of the 
Rochester metropolitan area YMCA and 
on the executive committee of the Boy 
Scout council, He is instructor in charge 
of the insurance course on fire and casu- 
alty coverage at the University of Ro- 
chester, With the agency ‘he is in charge 
of the casualty department. 
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Johnson to NAIC 


(Continued from Page 1) 


avoidance of delay in giving effect to 
necessary rate changes and the resulting 
unresponsiveness of the bureau rates to 
competitive needs of the day. This has 
been accentuated by the advent of multi- 
peril or package forms of coverage and 
their separate classification for rate- 
making purposes which have _ stripped 
rating organizations of large areas of 
control over rates and forms, leaving 
these areas completely subject to com- 
petitive trends.” 

He said that in these situations it is 
wrong to have companies which remain 
full members and subscribers of rating 
organizations retarded in their efforts to 
compete through the slow operation of 
the “prior approval” mechanism. Fur- 
thermore, while the all-industry pattern 


Vincent James, N.Y. 
H. CLAY JOHNSON 


of rate regulation contemplated a “single 
standard” for rate filings no matter how 
made, what has actually emerged is a 
double standard. As a_ consequence, 
companies which remain full members or 
subscribers of rating organizations now 
find themselves at a great competitive 
disadvantage. 
Political Opposition 

“Our remarks are not intended to be 
critical of supervisory authorities who in 
most instances have done the best they 
can to keep pace with rating needs. 
However, there have been other in- 
stances in which the ‘prior approval’ 
laws have placed a political spotlight 
upon rate filings and where the Com- 
missioner’s negative action has been dic- 
tated in large part by political opposition 
and not based upon sound or factual 
reason. Obviously the dilemma _ facing 
bureau companies in such instances has 
been intolerable. 

“Underlying all of this is our funda- 
mental belief that rating organizations 
render a service which is useful and 
valuable not only to the insurance busi- 
ness and to the regulatory authorities 
but also to the insuring public and that 
rating organizations should be preserved 
ior the purpose of continuing this serv- 
ice. We believe such can be best ac- 
complished by removing the disadvan- 
tageous conditions attendant upon mem- 
bership-and subscribership and allowing 
companies to act individually with re- 
spect to rates and forms whenever neces- 
sary in order to keep pace with com- 
petitive change. 

“It is our earnest .belief that the re- 
moval of these disadvantageous condi- 
tions will encourage rather than dis- 
courage membership and subscribership 
in rating organizations and will thereby 
contribute to their continued existence 
and financial support, making -possible 
in even greater degree the collation of 
sound statistical information necessary 
as a basis for intelligent rate-making.” 

Subsequent Disapproval 
In dispensing with “prior approval,” 





Ohio Farmers Cos. Show Gains 


The 113th annual meeting of the Ohio 
Farmers Insurance Company was held 
in LeRoy, Ohio. C. E. Curtis, president, 
reported further improvement in wunder- 
writing experience for 1960 and stated 
that the net income from that source, 
plus investment and other income items, 
resulted in a surplus gain of $1,308,000 
after provision for income tax. 

Surplus at the year end was $13,196,- 
750 and that of Superior Risk Insurance 
Co., wholly owned subsidiary, was $5,- 
763,238. Net premiums written during 
the year by both companies amounted 
to slightly over $32,000,000, an increase 
of $3,704,000 over 1959. 

Mr. Curtis commented that continued 
severe automobile losses, fierce competi- 
tion in all lines and mounting costs of 
all materials and services combined to 
hold underwriting profit to 13% of 
earned premiums in 1960, and that the 
same conditions would exist throughout 


1961 and beyond. 


The 70th annual meeting of the Ohio 
Farmers Agents Association was pre- 


sided over by Frank Copley, Sandusky, 
Ohio. Dr. Kenneth Lawyer, Director, 
Bureau of Business Research, Western 
Reserve University, spoke on “Dynamic 
Change in the Insurance Industry.” 

The 14th annual School of Insurance, 
under direction of Arthur C, Dannecker, 
Jr., director, advertising and public re- 
lations, was also held. The theme of 
this year’s program was “The Challenge 
of Sixty-one.” Three separate work- 
shops were offered to the 375 agents 
and guests. Workshop #11 “Less Work 
—More Sales,” a session on how to re- 
duce internal office paper work was 
under chairmanship of Eckley Chase, 
manager of Ohio Farmers Companies 
research department. 

Workshop +2-“Successful Use of 
3udget Plans in Today’s Competitive 
Market,” was under chairmanship of 
Jean Hiestand, Jr., attorney for the 
Ohio Farmers Companies. Workshop 
#3 “A Good Business Personality Helps 
You Develop Dollars!” An advertising 
and marketing workshop was under the 
chairmanship of Mr. Dannecker. 





Mr. Johnson said, “our bill would logi- 
cally make rate filings immediately ef- 
fective. In our view this will not only 
permit speedy promulgation of rates 
and forms in order to meet competitive 
needs and restore necessary balance to 
the rating structure, but it will also 
eliminate occasions for political inter- 
ference with rates. Our bill, of course, 
retains the ‘subsequent disapproval’ 
power of the commissioner which we 
believe to be all that is necessary for the 
protection of the public and for com- 
pliance with the McCarran Act.” 

In his statement, Mr. Johnson traced 
the history and the development of the 
all-industry bill which is presently the 
pattern of regulation in most. states. 
Mr. Johnson said: 

“After the enactment of the McCarran 
Act, our companies made a_ thorough 
study to determine what kind of regula- 
tion would meet the requirements of the 
newly-enacted federal law. We became 
convinced that other types of regulation 
less rigid than ‘prior approval’ would 
fully comply with the McCarran Act.” 
He said that at the time, “our three as- 
sociations supported a ‘filing-with-right- 
of-immediate-use’ bill, the same type as 
we are now recommending. 

“Our view, which was shared by some 
other industry groups, did not prevail. 
Other segments of the business and 
some commissioners, still believed de- 
spite the McCarran Act, that it was 
necessary, legally and otherwise, to have 
every rate filing approved by the com- 
missioner. 

“During the deliberations of the all- 
industry committee much attention was 
given to the necessity for ‘affirmative’ 
regulation since mention of this had 
been contained in President Roosevelt’s 
statement accompanying his signing of 
the McCarran Act. As I have already 
indicated, we did not share this view 
but others did and this accounts for the 
fact that the eroneous notion still per- 
sists today as evidenced by Senator Ke- 
fauver’s recent statement accompanying 
his introduction of a rate regulatory bill 
for the District of Columbia.” Mr. John- 
son quoted the Senator as stating: 


Kefauver Statement 


“This problem apparently had_ its 
genesis in the belief that the McCarran 
Act’s exemption from Federal anti-trust 
action could be achieved only by ‘affirm- 
ative regulation.’ Thus, motivated more 
by the desire to obtain anti-trust im- 
munity than the need for obtaining the 
best regulatory system, the states seized 
upon the requirement for advance ap- 
proval before rates became effective. Un- 
fortunately, certain of the deliverations 
of the Congress prior to the enactment 
of the McCarran Act gave weight to 
this argument.” ; 

Mr. Johnson cited cases in which the 
Supreme Court made it abundantly clear 
that the McCarran Act gives the states 


the widest latitude in determining meth- 
ods of regulation and added that no one 
would seriously contend today that only 
state-approved rates constitute “regula- 
tion” within the meaning of the Mc- 
Carran Act. 

He stated that there are already a 
number of jurisdictions which do not 
require “prior approval” of rates before 
they become effective. Such is the case 
for both fire and casualty insurance in 
California, Delaware, Maine and Massa- 
chusetts, and for casualty insurance 
alone in the District of Columbia, Idaho, 
Missouri, Ohio and Wyoming. He said 
it is significant that the bill introduced 
by Senator Kefauver, which does not re- 
quire prior approval by the Superintend- 
ent of Insurance but permits filed rates 
to be used immediately, originally was 
sponsored by Senator Joseph O’Ma- 
honey, one of the principal architects of 
the McCarran Act. 

Competitive Market 

“Completely apart from the legal as- 
pects of prior approval,’ Mr. Johnson 
continued, “it must be recognized today 
that we have a competitive market in 
major lines of insurance far beyond the 
expectations of 15 years ago and it may 
be anticipated that intense competition 
will spread into other lines. 

“It has been said many times that 
competition is the only true regulator 
of rates and, if this is so, then we 
should not need today the same degree 
ot regulation which may have seemed 
appropriate immediately after the en- 
actment of the McCarran Act. Indeed, 
the entire concept of regulating price in 
an intensely competitive business may 
be unsound and impractical.” 

Mr. Johnson described the proposed 
rating bill as a sincere attempt to pre- 
serve the American Agency System and 
to keep it workable under present-day 
competitive conditions. He said: 

“Obviously, to the extent that stock- 
agency companies are able to compete 
effectively in today’s insurance market 
without being placed at a competitive 
disadvantage due to administrative pro- 
cedures, the more effective will our 
agents be in meeting the insurance needs 
of the public. 

“Some agents have registered objec- 
tion to a ‘no prior approval’ bill and 
apparently fear that it may result in 
erosion of standardization of rates and 
forms. We believe that under existing 
circumstances our bill offers the best 
hope of preserving standardization since 
it will encourage companies to continue 
their support of rating organizations. 

“Our bill is designed to remove de- 
terrents to membership and subscriber- 
ship in a rating organization. We con- 
fidently expect that under our proposed 
system all companies interested in fos- 
tering sound rating practices will give 
their full support to rating organizations 
and willingly respond to the statistical 
and assessment rules.” 


LEWIS WITH HINGHAM MUTUAL 


The Hingham Mutual Fire of Hingham 
Mass., announces appointment of Carl A. 
R. Lewis as a field man. After a short 
period in the home office he will repre- 
sent the Hingham Mutual in Maine and 
New Hampshire. Mr. Lewis has had 
extensive multiple line experience as a 
field man in 
England. 


Pennsylvania and New 


(Continued from Page 28) 


certificates to vessels to be repaired 
which have been carrying or burning 
combustible or flammable liquids or 
carrying flammable compressed gases 
has long been one of the services which 
this bureau has performed for the in- 
dustry. These certificates, commonly 
known as gas free certificates, are re- 
ferred to in U. S. Coast Guard Regula- 
tions and in the U. S. Department of 
Labor’s Safety and Health Regulations 
for Ship Repair. 

“The impetus given to this work by 
the latter regulations has resulted in 
many new chemists applying for certifi- 
cation. Our special subcommittee—gas 
hazards, which is under joint sponsorship 
with the National Fire Protection Asso- 
ciation, completed a revision of the 
Standards for the Control of Gas 
Hazards on Vessels to be Repaired which 
was approved at the annual meeting of 
that association in 1960. These Stand- 
ards are familiarly known in the marine 
industry as N.F.P.A. 306,” stated Mr. 
Brown. 


Tanker of 107,030 Tons 


“Largest of the vessels completed to 
Bureau Class during 1960 was the tank- 
ship ‘Universe Daphne,’ now the biggest 
oil tanker in the world. A vessel of 107,- 
030 deadweight tons, it was constructed 
by the Kure Shipyards Division, Japan, 
of the National Bulk Carriers for Uni- 
verse Tankships, Inc. Also finished at the 
Kure Shipyard for Universe Tankships 
were two bulk ore carriers of 50,300 
deadweight tons each. These were the 
‘Ore Neptune’ and the ‘Ore Saturn’. 

“Among the many other big tankers 
completed to Bureau Class in Japan was 
the ‘Marion’ of 46,500 tons, built by 
Sasebo Ship Industry Co., for Mobil 
Tankers Co., S. A., an affiliate of Socony 
Mobil Oil Co.*** 

“The oil carriers ‘Esso Amuay’ and 
‘Esso Caripito’ of 35,300, were finished by 
the Mitsui Shipbuilding and Engineering 
Co. for the Creole Petroleum Corp. 
The ‘Texaco Oregon’ and ‘Texaco Hawaii’ 
of 46,600 tons each were completed for 
Texaco (Panama) Inc., these being the 
second and third of four sister ships 
being built under the supervision of the 
bureau’s surveyors.*** 

“At the Mitsubishi—Nagasaki Shipyard 
the 46,900 ton tankships ‘Naess Voyager’ 
and ‘Benjamin Coates’ were built for 
Norstar Shipping Co. and Norbergen 
Shipping Co., affiliates of the Naess 
Shipping Co., New York. The tanker 
‘T. L. Lenzen,’ of 41,500 tons, was con- 
structed for California Transport Corp., 
and the 46,600 tankship ‘Mont Blanc 
Marw’ delivered to Daido Kaiun K. K.*** 

“The Iino Shipbuilding & Engineering 
Co. completed to Bureau Class the oil 
tanker ‘Kakuho Maru,’ a vessel of 46,500 
tons, for Iino Kaiun K. K., Tokyo. 

“In all, a total of 37 vessels of 658,697 
gross tons were completed to Bureau 
Class in Japan during 1960, accounting 
for over one third of the 1,735,690 tons 
of commercial shipping built abroad 
under our supervision. About 570,000 
gross tons of new vessels are scheduled 
to be completed to Bureau Class in 
Japan during the current year, the total 
there now on our books aggregating 
1,253,162 tons, which is a decrease of 
596,189 tons from last year’s total. Prac- 
tically all of this new tonnage is for 
export,” President Brown said. 


(To Be Concluded) 





Page 28 














THE EASTERN 
< UNDERWRITER 






Fhe POTD 


February 17, 1961 








American Bureau of Shipping On 
Shipbuilding Activities In 1960 


Activities of the American Bureau of 
Shipping in 1960 were reviewed by Pres- 
ident David P. Brown in his report to 
the recent annual meeting in New York 
City. Part I of his report was presented 
week, and Part Il 


T 
i 
t 


in these columns last 
follows: 
416 Vessels Completed in 1960 
‘A total of 416 new vessels were com- 


pleted in 1960 under the supervision ot 
the surveyors of the American Bureau 
of Shipping. These aggregated 2,290,410 
gross tons and 3,584,67: 
and employed 1,639,75 
propelling machinery. This represents a 
ecrease of 251,549 tons from the gross 
tonnage (2,541,959) of new vessels com- 
pleted to Bureau Class in 1959,” Mr. 
Brown said 

“Of these 416 new vessels, 289 were 
completed in United States shipyards, 
these to +—~ 554.720 gross tons. This 
included 2 23 large merchant vessels total- 
ling 348,313 gross tons. The balance of 
266 were miscellaneous river, harbor and 
Fshore oil well drilling vessels, prin- 
‘ipally non-propelled, totalling 206,407 
ss tons 
“A total of 127 new vessels were com 
pleted to Bureau Class in shipyar is out 
side of the United St ring 1960, 
hese aggregating 1,7: ss tons 
This represents a decrease of 
over the 1959 results, when 124 new 
vessels of 1,793,240 gross tons were com- 
pleted in these yards to Bureau Class 
“For the ei 1 time in the 99 year 
history of the bureau, more new ton 
nage was completed to Bureau Class in 
shipyards abr vad than in United States 








deadweight tons, 


h ywrsepower Ol 














57.550 tons 








Again, as vears, a large 
, 37, were ‘ted in Japan, 
27 were fi Italy, one in 





sritain, two in 
Belgium, 19 in Germany, 1 
three in Sweden, one in 


seven in France, n, one 

Canada, one in Argentina, five in Spain, 
me in Denmark, one in Taiwan, one in 
British Guiana, two in Egypt, one in 








Greece, one Israel and one in the 
Philippines. In addition, some repair an 1 
alteration work on existing vessels was 
‘se ; : 
accomplish abroad under Bu 
reaul supervi 
“There now exist in Class with 











ie t 
American Bureau of Shipping, 8 147 
vessels of 46,511,961 gross tons, which is 
an increase of 586,221 tons over one ‘year 
20% of these vessels are 
inactive. To these totals 
od ted the 365 vessels now 





on order to be built to Bureau Class in 
shipyards throughout the world, making 
a grand total of 8,512 vessels of 51,744.- 
477 gross tons 

“A substantial percentage of these 
vessels are owned and/or registered in 
countries other than the United States. 
These figures include seagoing tonnage, 
Great Lakes and river craft, both self- 
propelled and non-propelled. During the 
past vear a numver of existing vessels 
owned abroad were Classed by the 
Bureau,” President Brown revealed. 

Technical Activities 

‘There has been an increased activity 
during the past year in the development, 
design and construction of vessels for 
the carriage of liquefied petroleum gases 
at low temperature and special chemical 
cargoes. The development of these new 
types of vessels involves considerably 
more investigation by the technical staff 
than the normal vessel. In the absence 
of seagoing experience, it is necessary 
to obtain all available information for 
the handling of the particular commodity 
and to take advantage of all available 
shore side experience. “The staff has 
collaborated wit Manufacturing 
Chemist's Association, the American 
‘troleum Institute, as well as regula 
ry bodies, in the devel omens of vessels 
‘ the carriage and handling of special 
cargoes. By participating in such work 
since immediately after the war the staff 
has acquired a broad background of 
experience of the various factors that 
have to |} 





n the 








be considered, over and above 
the conventional vessel practice, as far 
as the hull. machinery, electrical and 
piping installations are concerned. This 
background together with the service 
experience the bureau is gathering will 
be helpful in considering carriage of 

her special cargoes as well as useful 
* future rule promulgation 

“The bureau's 
carriage of liquefied petroleum gases in- 
cludes the ‘Natalie O. Warren,’ the first 
vessel Salnied solely for the carriage 
of this cargo, which was put in service 
in 1947 Prior to this there had been a 
few ships fitted with a small 
of pressure containers for 
of these products. In recent years many 
ship tl ati for their carriage at low 
temperatures rather than in 
containers have been considered by the 
bureau. 

“Currently we have two ships of dif- 
ferent designs building for the carriage 
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experience with the 


number 
the carriage 


pressure 


of liquefied petroleum gas at atmospheric 
pressure and low temperature. There is 
another active proposal in which the 
method of protecting the hull structure 
from the low temperature differs from 
the vessels now building and large scale 
tests of the insulation and coating com- 
bination are in progress. 

“As an example of vessels intended for 
special chemical cargoes, there are three 
ships being converted for the carriage of 
molten sulphur at about 300°F. The con- 
version includes the fitting of atmospheric 
tanks and special tank supporting ar- 
rangements for this high density liquid. 


“All Hatch” Type 


“There will shortly be in service the 
first of the ‘all-hatch’ type of ship, in 
which there are three hatches abreast 
resulting in holds almost entirely free 
of areas requiring lateral movement of 
cargo. Two others will follow. Another 
design now under construction will have 
two forward holds served by _ three 
hatches abreast. Several designs have 
been approved for the carriage of large 
containers exclusively and some of these 
are under construction. The tendency 
toward specialized vessels is also reflected 
in the barges and other small craft for 
river and short coastwise services. 

“In connection with the Classification 
by the bureau of the NS ‘Savannah,’ 
the continuing attendance which has 
been maintained by our surveyors during 
all phases of construction has reached 
the stage where they are actively par- 
ticipating in a special test program. 
This program is an orderly development 
of component and system testing and 
power operation designed to assure a 
safe and operable ship. The component 
tests are almost completed. The system 
tests, which are to establish the integrity 
and satisfactory operation of all installed 
systems prior to loading of the fuel 
elements, are under way. Mr. Gatewood, 
vice president, engineering, was invited 
to testify on behalf of the bureau at a 
public hearing held February 1, in Wash- 
ington, D. C. This hearing was called 
by the Atomic Energy Commission who 
have istoctiianil that it would be in the 
public interest to have a hearing similar 
to those held on privately licensed power 
reactors. The hearing provided for a 
complete discussion of all the safety 
features of this particular installation 
prior to fueling the reactor.” 

Hydrofoil Vessels Classed 

“The Bureau has recently Classed 
several hydrofoil vessels which were built 
overseas. Currently an experimental 104 
foot long hydrofoil vessel with a design 
speed of 60 knots is building under our 
survey for the Maritime Administration. 
The vessel incorporates many novel 
machinery features which differ from 
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the other hydrofoil vessels in Class. The 
-main propulsion machinery will be an 


aircraft type combustion gas turbine 
which will be modified for marine serv- 
ice. A completely independent propul- 
sion system will be installed for 
maneuvering in and out of port at low 
speed. It will consist of a small com- 
bustion gas turbine in combination with 
water jet propulsion rather than a con- 
ventional propeller. 


“In addition to their primary activities, 
the staff is participating in a large and 


important tanker corrosion control pro- 
gram sponsored by the American Petro- 
leum Institute. The project will study the 


results of service experience with various 
used in 


corrosion control systems now 
a number of tankers. All of the prin- 
cipal 
oft cargo 
corrosion control 
include 
inhibitors, cathodic 
ments and so forth. 


systems under study 


Cargo Gear Regulations 
“The cargo gear 
bureau, first 
underwent revision this past 


U. S. Department of 
minor changes in the 


approval of the Department of Labor. 
“The approval of qualified 


(Turn Back to Page 27) 
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American oil companies are co- 
operating in the project and hundreds 
tanks will be involved. The 


various types of tank coatings, 
protection arrange- 


regulations of the 
developed in 1952 and 
amended several times since that year, 
year to 
comply with the new regulations of the 
Labor. In_ this 
connection it became nec essary to effect 
rules and also 
to revise our survey forms to receive the 


chemists 
to undertake the issuing of gas chemist 
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Evans Discusses Goals 
Of ACCO, Industry 


READING COS. SET RECORD 





President Reveals 1960 Written Prems. 
At $126,070,692—1961 Goal is $133 
Million; Sets Industry Objective 





American Casualty Companies Presi- 
dent Harold G. Evans, in an article 
appearing in the January issue of “Amer- 
ican Arrow,” ACCO’s monthly magazine, 
outlines the companies’ goals for 196l, 
reports on 1960 results and reviews the 
insurance industry outlook. 

The companies have established a goal 
f $133 million in premiums represent- 
ing almost a 6% increase. “We realize,” 
states Mr. Evans, “in view of the con- 
tinuing severe competition for both the 
consumer and insurance dollar, that 
outstanding company facilities coupled 
with very aggressive agency selling will 
be necessary to achieve this objective.” 

In 1960, ACCO’s premium volume in- 
creased by $8,639,371 to reach an all-time 
high of $126,070,692, an increase of 7.4%. 
“While all general classes of business did 
not participate in this expansion,” Mr. 
Evans reported, “yet the company’s ex- 
cellent diversification improved - still 
further during the year.” 


A. & H. Up 18.8% 


\. & H. increased by 188% to $36,- 
920,192 in premiums, he revealed. The 
property lines increased by approxi- 
mately $2,000,000, re sulting almost wholly 
from increased sales of the company’s 
multiple peril package policies. 

Fidelity increased more than 50%, 
while surety, as a result of the decrease 
in contract bond business, was down 
about 20%. The automobile and work- 
men’s compensation lines remain at 
about the same level as the previous 
year. Miscellaneous liability, including 
boiler and machinery, increased more 
than 10% and accounted for just under 
$10 million of our overall production. 
Life insurance in force increased about 
107% to approximately $75 million. 

Discussing further the industry and 
ACCO’s 1960 results with an eye at the 
juture, Mr. Evans said: 

“Notwithstanding the rather unsettled 
economic conditions, the investment 
phase of the business continued to turn 
in a good account of itself. While the 
price of common stocks, as measured by 
generally accepted indices, was down 
approximately 3% for the year, over- 
all investment income should increase ap- 
proximately 5% as a result of more in- 
vested assets and slightly higher over- 
all net yields. This increase should be 
adequate to finance the larger volume 
of business, offset the depreciation in 
market value of securities and enable the 
industry to at least maintain its policy- 
holders’ surplus at the record level of 
the preceding year. 

“Our companies’ operations should 
pretty much parallel the industry, al- 
though our losses from Hurricane Donna 
are relatively higher than the industry. 
This is the result of the rather heavy 
exposure the company had on the East- 
ern Seaboard and especially in the areas 
where the storm struck. Additionally, we 
have not escaped our share of contract 
bond losses which reached an all-time 
high for the industry in 1960. 

“Over all accident and health ratios 
have increased somewhat as a conse- 
quence of the mounting accident toll 
and the increasing costs of health care. 
With our large volume of A. & H., we 
seldom escape any accident of a cata- 
strophic nature. Our gross aviation ac- 
cidents alone in 1960 exceeded $1,000,000. 

“Nevertheless,” he added, “we are 

(Continued on Page '33) 





U.S.F. & G. Hit $300. M. 
Net Prem. Mark in 1960 


FIRST TIME IN CO. HISTORY 
Underwriting Gain $714,755; Investment 
Income $14,409,091; Admitted Assets 
At $609,401,618 up $51 Million 








United States Fidelity & Guaranty had 
a record $301,274,807 in net premium 
writings for the year 1960, according to 
the preliminary report just released to 
stockholders of the Baltimore company. 
Underwriting gain was $714,755 and 
investment income was $14,409,091, which 
together with the equity in the increase 
in the unearned premium reserve, yielded 
an adjusted profit of $4.21 per share 
compared with $4.12 in 1959. 

Admitted assets stood at $609,401,618 
at year’s end, $51 million over the 1959 
figure. Total capital funds—capital stock, 
surplus, and voluntary reserve—were 
$203,071,916 on December 31, 1960, an 
increase of $15 million over the previous 
year. 

In reporting to the company’s share- 
holders, chairman of the board and pres- 
ident, William E. Pullen noted that net 
premiums written rose $23,386,000 over 
the 1959 figure to push premium volume 
over the $300 million mark for the first 
time in the company’s history. This was 
the 23rd consecutive year of annual 
gain in volume, net premiums in 1960 
amounting to $100 million more than in 


1954 and to $50 million more than in 
1958. 


Cites Hurricane Donna 


Commenting on the underwriting re- 
sults, he cited Hurricane Donna, which 
struck Florida and the Atlantic sea- 
board in September, and an unusual 
number of tornadoes as having had a 
marked effect on the operations of 
property insurance companies. Mr. 
Pullen noted, however, that even for the 
third quarter of the year, during which 
the hurricane occurred, the company 
showed a trade profit. 

The $14.4 million investment income 
in 1960 was $2,022,994 ahead of that for 
a year earlier, an increase of 16.3%. 
During 1960, new funds derived from 
operations and available for investment 
were the largest on record. Additions to 
the company’s investment portfolio were 
$29,434,371 based on cost. The invest- 
ment portfolio was $494,675,070 at the 
end of 1960 in comparison with $457,- 
469,726 at December 31, 1959. 
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MASS. BONDING SHOWS GAINS 





Earned Premiums for 1960 Amounted to 
$40,099,549, an Increase of $933,725; 
Investment Earnings Up $26,472 





A. Lawrence Peirson, Jr., president of 
Massachusetts Bonding, released the fol- 
lowing information on 1960 operations 
for the company and its subsidiary. 

On a consolidated basis earned pre- 
miums for the year amounted to $40,- 
099,549—an increase over 1959 of $933,725. 
Underwriting operations resulted in a 
statutory loss of $323,374 compared to 
an underwriting profit of $727,156 for 
the previous year. 

Investment earnings, excluding real- 
ized and unrealized gains and _ losses, 
totalled $2,028,863—an increase over 1959 
of $26,472. Federal taxes incurred on 
1960 operations were $101,830. Refunds 
received during the year on prior years’ 
taxes were $24,892. 

Net operating income, including 
Federal taxes incurred and _ refunds, 
amounted to $1,628,551—equivalent to 
$3.25 per share. Surplus to policyholders 
at December 31, 1960 was $22,234,514— 
a decrease from the previous year of 


only $280,345. 


Ins. Council of Syracuse 
Formed; Heidler Named Pres. 


Merger of the Casualty & Surety Club 
of Syracuse with the Insurance Field 
Club of Syracuse has been effected with 
organization of the Insurance Council 
of Syracuse. The new organization com- 
prises 175 members representing 49 cap- 
ital stock fire and casualty insurance 


companies maintaining offices serving 
the central New York area. 
Officers recently elected were: Gerald 


K. Heidler, Maryland Casualty, 
dent; David Tobin Jr., Security- Con- 
necticut Insurance Co., first vice presi- 
dent; Harold T. Williams, U.S. Fidelity 
& Guaranty, second vice president; 
Harvie D. Manss, Hartford Insurance 
Group, treasurer; George F. Christie, 


presi- 


American Surety, secretary. 





The 


of 
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UNDERWRITING GAIN $6,307,000 





Resulted from 1960 Combined Operations 
of Aetna Casualty-Standard Fire; Presi- 
dent Beers Points to Asset Gains 


Henry S. Beers, president of the Aetna 
Life Affiliated Companies, in reporting 
on the 1960 combined operations of the 
\etna Casualty & Surety and Standard 
Fire, pointed to a statutory underwriting 
profit of $3,615,000 for the past year. 
To this has been added $1,812,000 which, 
me explained, represents equity on a 
large block of fire business taken back 
from reinsurers on January 1, 1960, and 
$880,000 of net credit against Hurricane 
Donna losses, drawn from a previously 
established catastrophe loss reserve. The 
sum of these three figures, Mr. Beers 
said, represents the total underwriting 


profit, namely $6,307,000, or 17% of 
earned premiums. 
Assets of Aetna Casualty increased 


$62 million to $734,342,293 and surplus to 
policyholders increased to $234 million. 
Assets of Standard Fire rose $3.7 million 
to $37,351,123, and its policyholders’ sur- 
plus increased to $16.4 million. 


Zurich Sends Leonard to 
Richmond; Hopper Promoted 


Zurich-American companies announce 
two changes in the claim department: 
James Frank Leonard, claim superin- 
tendent in the Charleston, S. C., office, 
has been transferred to the Richmond, 
Va. branch office, as claim superintend- 
ent. Mr. Leonard joined Zurich-Ameri- 
can in February, 1957, as an adjuster in 
the Charleston office and became a claim 
superintendent there in January, 1959. 
Before that he was with the General 
non Bureau for three years, both 

Atlanta and Charleston. 


‘William F. Hopper, claim representa- 
tive in the Charleston office, has been 
promoted to claim superintendent there. 
Before joining Zurich-American in 
August, 1960, as a claim representative, 
Mr. Hopper was an insurance adjuster 
in Charleston for a year and was with 
Crawford and Co. in Atlanta for 12 
years as an adjuster and as a branch 
manager. 
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Gordon Wins YMBT 
“Man of Year” Award 


AT N. Y. LUNCHEON CEREMONY 


High Honor for Marsh & McLennan 
Man; Guest Speaker Was Bruce Pal- 
mer, Mutual Benefit Life President 
Ward B. Gordon, CPCU, of Marsh & 
McLennan’s newly formed marketing 
unit in New York, was in the spotligh 
February 14 when he was presented with 
he 1960 Insurance Young Man of the 








Matar Studio 


WARD B. GORDON 


Men’s Board 
min the Hotel 


resentation Was 


. YMBT presi 


Year award by the Young 
of Trade, Inc., at < I 

New Yorker, 
made by Erwin 
dent, a New 


t 350 insurance men, 





representing 







g were welcomed to $s an- 
nual aff y Robert L. Sanf Y MBT 
board chairman, who is with Sinyt th, San- 
ford & Gerard, Inc. P: 
ert J. McDonald of Fr 
Inc., chairman of the 
who expressed 






ing was RK »b- 
B Hall & Co. 


aw ard committee, 


nk 






appreciation to tne 
judges in the competition: W. R 
Ehrmanntraut, American Surety, . 
man of the » New York Board of Trac 
insurance section; Harold \. Loewenheim, 
CLU, H 7 Life agency) r, pres- 
ident of Life Managers 
John T. Harrison, Jr., 
son & Conroy, Inc., 
surance Brokers 
York State. 
Bruce Palmer’s Forceful Talk 
Bruce Palmer, Mutual Ben- 
eft Life, who has a background of 15 









president 








years in Chamber of Commer _activity 
—being a former national ated dent of 
the Junior C. of C. and now a rma of 
the United States Chamber of Commerce 
—was the guest speaker. In a forceful 


f 
talk Mr. Palmer urged a greater par- 
ticipation by both young and older 1 
ness men in community a and local govern- 
ment affairs. He has, in fact, dedicated 
himself to the task of encouraging such 
participation both among his own people 
and elsewhere. 

The speaker listed four compelling 
reasons by which business men are mo- 
tivated to become leaders in community 
activity. They are: (1) Recognition of 






ego; (2) a desire to make com- 
munity a better place in h to live; 
(3) To broaden one’s bi mind and 
acquire ability to get along with other 


men; (4) to be identified with communit y 
progress which can be a ea stone 
to greater things 

In this connection Mr 
of “corporate cit 





Palmer spoke 

izenship,” a new term 
being used by business firms which re- 
flects their increasing interest in fur- 
therance of the free enterprise system 
and healthy economic growth of the 
nation. Some large organizations now 
set aside substantial money grants for 





Maryland Casualty Ups 
Dividend Rate to $1.70 


NET INCOME SHOWS 45% GAIN 
Rate Per Share Had Been $1.50; Net 
Prems. at $136,878,800 “Largest in 
History,” Harper Reports 
Maryland Casualty dis rectors last week 
increased the company’s dividend rate 
from $1.50 to $1.70 per share. This action 
came as a result of Maryland Casualty’s 

45% net income increase in 1960. 

The new rate will be effective with the 
next quarterly payment due April 20 
to shareholders of record on March U0, 
William T. Harper, chairman Bi the 
board and presi ident announced. The an- 
nual shareholders meeting is de luled 
for April 4 

As reported first in 
Sun” by Financial Ed asgow, 
Maryland Casualty’s net for 1960 
was $6,558,115, which : a gain of 
$2,056,982 a ym_ 1959's 

Mr Har} in his annual report to 


iltimore 





‘ . ‘ 
ier income was 





due en I ing results 
and “an excellent increase in investment 
return.” He _ believes 1961 will bring 
steady improvement in both these sources 
of income 





*rwr 


Net Prems. Up gh ) Over 1959 
The company’s net mium writings 
totaled $136,87 8,800, largest in the | com- 
pany’s history and an increase of $5,870,- 


370, or 3.7%, from the previous year. 
Income from investments for the year 

was $6,596,163, also a new high and 

7.9% from 1959 

Ity reported a statu- 

of $276, 107 for 


an increase of! 
Marvland ( 
tory underwrit 








projects. One s invest- 
» speaker, is that made 
litan Life in its continu- 


years on public 
» performance,” he 





cit zenship” project of 
rest to Mutual Benet fit Life 
saded by Palmer, is 
an essay contest for high school students 
on the “Future of the Free Enterprise 
Syst em.” He said that 50,000 students 

ad participat ed in this contest and that 
“ had also written his own essay, so 
keen was his interest. Mr. Palmer gave 
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PREFERRED NAMES PLETT 


Appointment of James F. 


the year, as C mpared with a loss of 
$1,549,060 for the year before 

Mr. Harper said that after giving ‘ 3 Pes a 
effect to the equity in the increase in #ger of the livestock insurance division 
the unearned premium reserve, the 1960 of Preferred 
earning per share on the outstanding 
2,073,274 shares were $3.79 
Admitted Assets Increased $11.8 Million ‘ 

Per share earnings for 1959. ec mnpated racing fraternity from Canada to F lorida 
on a comparable basis were $ and 

The company’s total admitted assets 
at the end of the year amounted to 
$252,509,943, which was an increase of 
$11,877,595 over the previous year. 

The surplus t cyholders increased of “Pipe of Peace,” “Hot Box,” 
to $80,344,689 in 1960, up from $75,659,282 “Fran, Jr.,” and “Dark Buster” and his 
in 1959, best remembered horses to date. 


Plett as man- 


Insurance Co. of Grand 
Mich., is announced. Mr. Plett 
is well known in the horse breeding and 


Rapids, 


to 
=x 


s a past member of the board 


Horseman’s sauaetan 
Most of Jim 
Plett’s life has been as a trainer-owner 


directors of the 


and Protective Association. 





horses. 





his YMBT audience the benefit of ex from Wharton School of Finance and 
cerpts from this essa) Commerce in 1957. He is an instructor at 
Insurance Society of New York and 


In introducing Mr. Palmer, refer ence the 
vas made by Chairman Mc ynald » his has written numerous articles for insur- 





presidency of the Counsel for Econ mic ance journals including three award 
Growth and Security which aims to winning essays. 
stimulate economic growth wi ithout in- Mr. Gordon is chairman of the com- 


flation. He was also a member of the munity development committee of the 

advisory committee of > White House Young Men’s Board of Trade. He ac- 

Conference on the ne Pt which met in tively works with “Clinton Careers” a 

January. vocational guidance program in Public 

, Scho 1 17. He is an associate member of 

Ward B. Gordon's Background he Insurance Brokers Association of the 

A graduate of Kenyon College in 1953, St ate of New York and the New York 
Mr. Gordon received his master’s degree Chapter of CPCUs. 
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Tributes to A. J. Hand 
45 Yrs. With U.S.F. & G. 


DINNER GIVEN IN IN HIS HONOR 

To Retire From Co. March 1; Affair 
Marked by Musical Program Arranged 
By Milton Cross, Opera Commentator 








Arthur J. Hand, superintendent of fi- 
delity and surety bond development in 
the New York office of United States 
F. & G., will long remember the eve- 
ning of February 7 when about 125 of 
his associates and friends gave a dinner 
in his honor at the Railroad and Ma- 
chinery Club, N. Y. Mr. Hand, who has 
been with U. S. F. & G. for 45 years, 
will retire on March 1. He started as an 
office boy and for many years was 


superintendent in charge of sales in the 
Attorneys’ List Department, N. Y. office. 


This was a testimonial dinner, ably 
arranged by Robert Frein, special agent, 


with several unusual musical features 
Milton Cross, nationally known radio 
commentator of Saturday afternoon 


broadcasts of the Metropolitan Opera, 
attended as a boyhood friend of Mr. 
Hand and put on an entertainment pro- 
gram of operatic and popular music. 
Mr. Cross also spoke reminiscently. 
Dr. George Mead, organist and choir 
master of Trinity Church, New York, 
who directs the Down Town Glee Club, 
was also present. He and Carl Sundberg, 
treasurer of Alco Corp., another Glee 
Club member, gave piano duets. 
Joining with Milton Cross in the musi- 
cal program were John Baker, baritone, 
formerly of the Metropolitan Opera Co., 
Arthur McCormick, tenor, and Marie 
Desalvio, soprano. 


Presentation by Geraldine Moffett 


William Keller, Jr., superintendent of 
the agency and development department, 
was toastmaster and presentation of a 
gift to Mr. Hand—a Polaroid Land 
Camera—was made by Geraldine Moffett 
of his department. 

In the unavoidable absence of Vice 
President George Avery due to sickness, 
Kenneth Edgar, manager of the branch, 
spoke appreciatively of Arthur Hand’s 
long and faithful service. Tribute was 
also paid by Morty Welhoelter, home 
office automobile superintendent, who 
represented U. S. F. G. President 
William E, Pullen. Due to a previous 
commitment Mr. Pullen could not at- 
tend but he conveyed through Mr. Wel- 
hoelter the high regard for Mr. Hand 
held by home office executives. 


Peter A. Zimmermann, assistant sec- 
retary, and David Porter, educational 
director, both of Surety Association of 
America, were among the guests as were 
Glee Club Member Douglas Gorham, vice 
president, North American Reinsurance, 
and Mrs. Arthur Hand, happy to be 
among her husband’s office friends and 
to listen to all the encomiums. 


Mr. Hand’s Response 


The evening’s highspot was Mr. 
Hand’s response. He coined a word, 
“renewment,” which he said was a 
synonym for ‘ ‘retirement.” He described 
it aS meaning new hopes, new aspira- 
tions, a chance to live and not fade away. 
To him retirement from business will 
not mean quitting all useful activity. He 
will pursue healthy avocations, such as 
photography, and hopes to continue in 
the insurance business on a “reduced 
tempo.” He told his U. S. F. & G. 
friends: “To be 65 years young is cer- 
tainly more cheerful than to be 25 years 
old ... I would rather wear out than 
to rust out.” 

Mr. Hand’s industry usefulness is evi- 
denced by his service on the insurance 
committee of the New York Credit and 
Financial Management Association and 
on the insurance advisory committee of 
the National Association of Credit Man- 
agement. He is known for numerous 


oe and educational talks at company 
agency gatherings, 
Rotary and Lions Clubs. 


‘sional meetings, 
ey Kiwanis, 


JURY AWARDS RISE IN CALIF. 





Insurance Information Institute Finds 
. |. Awards Average on Increase in 
San Francisco and Los Angeles 

The average dollar amount of personal 
injury plaintiff jury awards in San Fran- 
cisco and Los Angeles rose sharply in 
1960 as compared to 1959, an analysis by 
the Insurance Information Institute re- 
veals. 

In San Francisco in 1960 the personal 
injury jury award average was §. 
for 159 plaintiff verdicts. In 1959 it was 
$15,018 for 187 plaintiff verdicts. 

In Los Angeles in 1960 the personal 
injury jury award average was $14,594 
for 346 verdicts. In 1959 it was $12,143 
for 407 plaintiff verdicts. 

The averages include all types of per- 
sonal injury awards made by juries in 
the respective cities, although most of 








For many years he has been a member 
of the Down Town Glee Club, serving it 
currently as historian and public rela- 
tions chairman. 

Invocation at the dinner was given by 
Eugene O’Neill, assistant superintendent 
of the New York agency and develop- 
ment department. 


the awards arise as a result of automo- 
bile accidents, the LI.I. explained. 

“It seems obvious that all personal in- 
jury awards should be included in an 
average in order to reflect the thinking 
of juries in the two cities,” Clyde M. 
Marshall, I.I.J. Pacific Coast Advisory 
Committee chairman, said. 

“The insurance industry will not quar- 
rel with any particular award, but the 
insuring public has the right to know 
that in areas where studies have been 
made, jury award averages consistently 
outstrip the cost-of-living index. Even 
more important than the individual 
awards comprising these averages is the 
impact that they have in boosting the 
general settlement level of hundreds of 
similar cases paid for by insurance com- 
panies. Naturally the money for these 
payments comes from tthe insurance-buy- 
ing public in the rates that they pay for 
automobile insurance.” 

The figures for the averages in this 
analysis come from the E. N. Raymond 
Co. in San Francisco and the Pat Taylor 
Service in Los Angeles. In the latter case 

Taylor Service does not pretend to 
include every Los Angeles Superior Court 
jury verdict, but it does include the ma- 
jority of such verdicts. 
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AMERICAN BAR’S 1961 MEETING 


The &th annual meeting of American 
Bar Association will be held in St. Louis 
August 7-11. Sessions of the Insurance, 
Negligence and compensation law section 
will be held August 6-10 at 
Jefferson Hotel in that city. 
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Prudential’s new, 









informative booklet—“Facts About 
Business Sickness and Accident Insurance,” 
perfect prescription to pep up your Business S&A | 
insurance sales. It’s an easy to read, easy to digest b 
booklet that explains this kind of protection to your 
client. It discusses, point by point, how S&A insurance |~ 
protects any business from financial loss due to dis- 
ability of key men. By giving all the facts, it makes it 
easier for you to sell more Business S&A insurance. | 
Give your sales a shot in the arm with Prudential’s | 
hard-working sales aid—“Facts About Business Sickness | 


and Accident Insurance.” For your free copy of Pruden- 
tial’s helpful booklet, simply send in the coupon today. 
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Quality of Management Needed to 
Weather Changing Economic Climate 


By Frank Lang, President 


Frank Lange & Associates, Inc., New York; Insurance Market & 
Management Surveys, Inc., Chicago 


Mr. Lang in the following article tells why insurance companies will find it in- 
creasingly necessary to depart from traditional practices and policies that have heretofore 
“been considered sac rosanct.” = also predicts many more liquidations in the coming 
years and outiines what must be done to keep a company healthy and thriving. 


The new economic climate in which 
insurance executives have found them- 
selves in the past decade has forced 
many radical changes. In the face of 


—organizational planning, operational 
integration and coordination, and control 
and measurement. 


Successful Planning and What It 


highly competitive market, rising costs Calls For 

and narrowing profit margins, the ac- 

ceptance of multiple line thinking (in- These three elements of management 
cluding life and accident lines), one stop are equally important. However, because 
selling, the inroads of specialty com- of the rapidly changing insurance en- 


panies, and the progress of electronic vironment and the critical management 
data processing methods revolutionary manpower situation, more attention is 
changes in organizational structure and now being given to the need for or- 
management outlook have become man- ganizational planning. Successful plan- 
datory. We must run faster to stand ning calls for a completely open mind 
still. It is the responsibility of manage- and an elimination of predetermined 
ment to adapt with alacrity to these prejudices. The setting up over-all ob- 
changing conditions gers words, the jectives, companywide policies, formal 
criterion which determines success or Organization structure, defined lines of 
failure is quality of management authority, and scope of responsibility 

Many of the more forward looking are not terms for management to bandy 
companies have been planning their fu- about, ti concepts to be practically ap- 
ture progress and some are already well plied which will determine the success or 
on the way failure . of an insurance company. 

There are, unfortunately, many com- In the marketing function, insurance 
panies dominated by an executive group listribution is no longer limited to the 
which has not kept pace with current selling function. It has evolved to much 
demands. The top executives of such broader concepts of total marketing 
companies have surrounded themselves And to coordinate companywide produc- 
with middle management which has been ion efforts, a single, broad marketing 
schooled to take orders without question. departme nt under control of a single 
This type of management crew does not Officer 1s becoming popular. 
want to rock the boat, but they are 
heading into stormy seas, nevertheless 
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We find increased talk about use of 
the group-coverage concept in fire and 
casualty lines. There is a marked trend 
toward “one-stop” or “account” selling. 
There is a tendency to provide the in- 
sured with complete protection under as 
few policies as possible. There is a sig- 
nificant increase in the volume and va- 
riety of time payment and short-term 
policy plans. A most important effect of 
the short-term and time-payment plan 
is its impact on policyholders’ funds 
available for investment. Such funds 
can be expected to be proportionately 
reduced as unearned premium reserves 
diminish, even though writings remain 
constant or grow. 

Today, merit-rating plans and _ pack- 
aged policies, usually sold at deviated 
rates and with reduced agency com- 
inissions, are tending to equalize both 
price to the consumer and acquisition 
cost to the companies, as between mu- 
tual and stock, and exclusive and inde- 





Four Courses to Survive 

In the experience of our finn, the 
company, relying on out-dated methods, 
must take one of four courses to sur- 
vive 

It can take the initiative and as 
rapidly as its financial structure will 
permit, enlarge its markets, its facilities 
and its outlets. This may involve a 
merger, acquisition of another company, 
purchase of general agencies, or other 
means of expansion. 

It can narrow its operations and 
become a specialty company, offering 
either one line of insurance, a unique 
type of service or some feature not gen- 
— offered by its competitors 

It can restrict its operation to a 
Bick. th limited area and try to 
provide superior agency and policyhold- 
er service through closer control of ex- 
aes, 

It can seek affiliation with a strong- 
er eee which will be willing to ab- 
sorb it into its corporate structure. 

I believe we can expect an increasing 
number of liquidations in the future as 
companies find the going tougher. One 
investment authority has flatly stated 
that 80% to 90% of insurers will dis- 
appear in the next 20 years. For what- 
ever comfort it may provide, my own 
opinion is that this view is somewhat 
pessimistic, but at best, we can expect 
about half of the companies to continue 
operations at that time. 

The subject of the functions of man- 
agement has come in for a considerable 
amount of “kicking around” lately. I 
think the best answer has come from 
General Electric, which after years of 
intensive research came up with the fol- 
lowing: 

“Management is a separate function, 
distinct and apart from the other func- 
tions of business such as producing, sell- 
ing, etc. The job of management is the 
additional force which sees that these 
other ‘tasks’ are accomplished and objec- 
tives achieved.” The function of the presi- 
dent under this understanding of man- 
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agement can be grouped into three areas 





pendent agency insurers. With these 
changes and the consequent elimination 
of cost differentials as a significant sell- 
ing point, will it not be service, financial 
stability, and above all, skilled manage- 
ment that will determine the success or 
failure of companies ? 


See Direct Billing Winning Out 


\gencies now concentrate business in 
the hands of a few of their insurers. 
As the older agency companies direct 
their competitive efforts against the ex- 
clusive agency companies, great acceler- 
ation of this trend can be expected. It 
is hoped that agency companies will 
continue their efforts to streamline pro- 
cedures. One of these efforts is likely 
to be the increasing elimination of ac- 
count currents, in favor of direct com- 
pany billing. 

In the face of these many involved 
and often conflicting trends, it is obvious 
that the decision as to which path to 
plot a company’s course is one re- 
quiring considerable research, evaluation 
of its own financial and production po- 
tential and current as well as projected 
facilities. 

In the area of underwriting, the popu- 
larity of merit-rating plans is growing 
regardless of their soundness or actuarial 
justification. This trend is bring about 
rather pronounced changes in current 
and future underwriting practices. To 
rate this business properly, intensive 
personal underwriting is  mecessary. 
Many companies not subscribing to 
merit-rating plans are developing other 
independently rated, special risk plans to 
meet competition. These also require in- 
dividual underwriting and close control 
of loss ratios, 

More and more there is an increasing 
tendency to gear underwriting activities 
to highly detailed statistical data. Finer 
classification and territorial breakdowns 
of underwriting experience are proving 
to be helpful in guiding the concen- 
trations and withdrawals of certain 
highly successful independent automobile 
writers. 

Then, there is the tendency to sub- 
stitute automatic reinsurance facilities 
wherever possible for facultative place- 
ments. This has reduced to a consider- 
able extent the individual underwriter’s 
responsibilities for the details of proc- 
essing individual cessions. 


A Revolution Going On 


A revolution is going on in the ap- 
proach to reinsurance which many com- 
panies, particularly fire companies, are 
not aware. Contracts are being tailored 
to reduce the former mass of detail in 
reinsurance handling. While the indi- 
vidual underwriter is thus relieved of 
much unnecessary work, it is important 
to guard against this change resulting 
in relaxed underwriting vigilance. 

In claims administration, one of the 
most significant and intelligent recent 
trends in insurance mz nagement think- 
ing has been its improvement in status. 
Claims men in the office and in the field 
are becoming recognized as important 
public relations, representatives of their 
companies. Claims personnel are in- 
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STUDY GA. SAFE DRIVER PLAN 





Georgia Commissioner Cravey Asks Pub- 
lic’s Opinion on NBCU-NAUA Plan 
To Be Effective March 1 





The safe-driver automobile insurance 
rating plan, now pending before the 
Georgia Insurance Commissioner, is in 
operation in 27 states, including Alabama 
and Mississippi, and will be available in 
Florida on March 1, according to the 
insurance organizations proposing the 
plan for Georgia. Commissioner Zack D. 
Cravey conducted a public hearing on 
the plan and is studying the information 
presented there. 

The Commissioner has said he ap- 
proved the idea of charging less for 
automobile insurance for .persons who 
have not caused injury, property damage 
nor been convicted of traffic violations, 
and of charging higher rates for drivers 
with “bad” records. He said, however, 
since he does not know how Georgia 
drivers feel about the plan, he invites 
their opinion on the subject. 

The National Automobile Underwriters 
Association and the National Bureau of 
Casualty Underwriters proposed the safe 
driver plan for the benefit of auto owners 
who buy insurance from the 200-plus 
companies they represent in Georgia. 

Cecil R. Durden, NAUA branch secre- 
tary, and Thomas O. Carlson, manager, 
southeastern branch of NBCU, report their 
companies propose a 15% safe driver dis- 
count from basic liability and collision 
rates for private automobile owners who 





creasingly appreciated as the eyes and 
ears of the underwriting department. 
They are in position to judge quality and 
desirability of risks, insurance to value, 
and, if properly trained, to help engi- 
neers to improve risks. In at least one 
company, claims men share some of the 
duties of fieldmen, underwriters and en- 
gineers. 

The area of claims administration of- 
fers a tremendous potential to the in- 
dustry for savings. Indeed, in our files 
we have a number of case _ histories 
which show where a decrease up to 10% 
in loss ratio and a reduction up to 5% 
in the expense ratio could be attributed 
solely to improvement in claims depart- 
ment performance. There is no donbt 
that there is hardly a company that 
could not reduce its combined loss and 
expense ratio by several percentage 
points through a complete review of its 
claims practices. 

Management controls are essential to 
any business, but particularly so to in- 
surance. Control can be exercised only 
when there is proper reporting of actual 
performance so that meaningful com- 
parisons can be made with plans and 
effective corrective action taken when 
necessary. 

Proper Formulation Often Constitutes 

Solution 

The wider use of statistical data in 
both decision making and communication 
of plans and results has made the under- 
standing of statistical concepts manda- 
tory. From our own extensive work in 
this area, we have found that the proper 
formulation of the problem often con- 
stitutes a good share of its solution. 
Clarifying a problem and expressing it 
in quantitative terms is more often than 
not the first step in decision making. 

But regardless of the complexity of 
the reporting system, the degree of auto- 
mation and the detailed data available, 
the real tools of control for the insur- 
ance president are people, particularly 
his management staff. All of his plan- 
ning, decision making and actions gen- 
erally are no more or less effective than 
the capacities and willingness of the men 
under him to carry them out. To both 
develop and exploit these capacities and 
to promote wilingness requires not only 
the basic inherent abilities of his man- 
agement group, but also the president's 
ability to motivate his. staff. 

In conclusion, it can be said that in- 
surance companies—not only those 
which want to grow, but those which 
want to survive—will find it increasingly 
necessary to depart from traditional 
practices and policies that have been 
considered sacrosanct. 





have clear accident and traffic records 
for three years. 

“Despite the underwriting losses of 
the past several years, the overall effect 
of these proposed changes, with the 
application of the safe driver insurance 
plan, is to redistribute the existing costs 
so as to make them more equitable all 
around,” said Mr. Carlson. “While the 
safe driver will save 15%, the bad drivers 
will be charged increases according to 
their records of accidents and traffic 
violations,” he explained. 

It is anticipated that this plan will 
have a favorable effect on the accident 
records in the state, through its reward 
for more careful driving. The new basic 
rates would reflect the loss record in the 


Evans Discusses Goals 


(Continued from Page 29) 


hopeful that the overall loss and expense 
ratio will reflect a slight improvement 
over the previous year.” 

In closing Mr. Evans opined that 
industry objectives should be directed 
toward developing a broader market for 
average risks within reasonable classifi- 
cation, “rather than a restrictive market 
for risks in classifications that are less 
likely to need our product of insurance.’ 
different areas in the state, further re- 
warding the drivers in those areas with 
comparatively good loss records. 





Atlantic Cos. Advance 
Robert A. Bailey in Newark 


Robert A. Bailey has been appointed 
casualty supervisor of the Newark, N. J. 
office of the Atlantic Companies (At- 
lantic Mutual Insurance Co. and Cen- 
tennial Insurance Co.). 

Mr. Bailey joined Atlantic in March 
1957 and has served as a compensation 
and liability underwriter in the metro- 
politan department at the home office. 

He previously was with the United 
States Fidelity & Guaranty as an un- 
derwriter and special pg and later 
became associated with a general insur- 
ance agency as office ai se 
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A statement by 
WILLAS L. VERMILION 


Vice President, Claim Department 
tna Casualty and Surety Company 







“There are two ways of handling insurance claims—with a positive attitude or a negative attitude. 
‘Etna Casualty agents know from experience that we prefer the former. Our representatives 
work closely with our agents... approaching each case with a positive spirit of understanding 
and helpfulness. This spirit is well described by the expression P.S.—Personal Service. It is not 
our attitude to see how little we can pay, but rather to see that our contracted obligation is paid 
fully, fairly and as promptly as possible. Our business is keeping promises.” 


Perhaps this attitude is one reason why A2tna Casualty has so many loyal agents—and why 
Etna Casualty agents have so many loyal clients. 


Agency building is our business 


ARTNA CASUALTY 





Quality INSURANCE for individual, family, business, home and other possessions ; 


Etna Casualty and Surety Company e Affiliated with Etna Life Insurance Company 
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Kennedy’s Old Age Health Plan Gets 


Cool Reception from Conservatives 


His delivery clipped and concise as 
ever John F. Kennedy told Congress last 
week that a health insurance system 
for 14.2 million 
senior citizens was “urgently needed.” 


But when he finished few Conservatives 


under social security 





were in a hurry to leave for the New 
Frontier. 

For GOP Congressional leaders Dirk- 
sen and Halleck it was old hat. The 
Senator from Illinois and the Indiana 
Congressman respectively told reporters 
they opposed the social security approach 
last year and now saw no reason to 
change their minds. 

Was opposition from other 
“No comment,” snapped Rep 











Provisions of Kennedy Plan 


Cost—The new program, expected to 
cost about $500 million more than the 
Kennedy-Anderson proposal, would be 
financed through an increase in social 
security payroll deductions. As of Jan. 1, 
1962, the taxable incomes would be in- 
creased from $4,800 to $5,000. And as of 
Jan. 1, 1963, both employes and employers 
would have to pay an extra %4 of 1% 

Thus, in 1962, workers earning $5,000 
or more would be charged an extra $6 
a year. In 1963 that would jump to $12.50 
Employers would match these sums. 

Hospitalization—up to 90 days in a 
“single spell of illness.” The patient 
would have to pay the first $10 cost 
for each of the first nine days, but the 
full costs for the remaining 81 days 
would be covered. 

Nursing homes—coverage up to 180 
days immediately after discharge from a 
hospital. To discourage hospital use, 
patients are allowed two nursing home 
days for every one day of hospits al care. 

Diagnostic services—hospital outpatient 
clinic diagnostic services for all costs 
in excess of $20 

Community services—community visit- 
ing nurse services, and similar health 
services at home for up to 240 days 

Covered would be all social security 
and railroad retirement beneficiaries who 
are 65 or over. 








Wilbur D. Mills (D. Arkansas) chair- 
man of the House Ways and Means 
Committee, when asked his opinion of 
the President’s plan. Last year Rep 
Mills had opposed similar legislation. 
Months of friendly persuasion had 
evidently not induced him to even in- 
troduce the bill. That chore wz as —— 
mn to Rep. Cecil R. King, of Californi 
who ranks next to Rep. Mills on the 
committee. 

“Where you ow to put’em (the sick 
and not-so-sick elderly) ?” asked House 
Rules Committee Cha irman Howard W. 
Smith (D., Va.). Said Chief Welfare 
Obstructionist Smith who recently lost 
a rules committee expansion battle: 
“You'd have to start a crash program to 
build hospitals.” 


+ 


Krock States Opposition Stand 


Opposition to the President’s aged 
plan was best summed up in an article 
by Arthur Krock in the New York Times 
of February 10. In an effort to explain 
to faithful readers of Times’ editorials 


who might not understand why there 
should be - Seago Mr. Krock help- 
fully listed these points: 

“1, Increase and expansion of the 
types of Social Security benefits in- 
variably lead to demands for more. The 
fact that the President wants more 
money for children’s health care than 
he, former Representative Forand, Sen- 
ator Humphrey and others previously 
proposed, and would add Federal grants 
ior medical school education and re- 
search, sustains the original objection 
that, once health insurance for persons 
over 65 got powerful political backing 
demands would arise for more benefits 
for other groups and could not be denied. 

“2. Given more time, private sources 
—insurance companies, medical care as- 
sociations, etc.—will find ways to provide 
adequate health care for those non-in- 
digent persons who cannot provide it 
for themselves and their dependents be- 
cause of constantly rising costs. 

“3 With the Federal Government un- 
derwriting cradle-to-grave range of med- 
ical and hospital care, hypochondriacs, 
chislers, easily alarmed parents, etc. 
will crowd the hospitals—no matter how 
many are added—z and corner the supply 
of home nurses, and doctors. 

“4. The financial soundness of the 
Social Security system has already been 


Victoria Long Is New 
Addition to Keane Agency 


Victoria A. Long, who has had both 
home office and agency a gig on 
the A. & H. side, joined the R. J. Keane 
Agency, Inc., on February 1. 

A graduate of Rosemont College in 
Pennsylvania where she majored in his- 
tory and political science, Miss Long’s 
first insurance job was with American 
& aonty at its pont office in Reading, 
Pa. She was in its A. & H. underwriting 
Aecnsentiont. Last August she came to 
New York to accept a post as A. & H. 
assistant in the John C. Weghorn 
Agency, Inc. From there she joined R. 
J. Keane, Inc. Miss Long holds an 
agent’s license to sell A. & H. 





sapped by fiscal practices of the United 
States Government. And, even if these 
are terminated by President Kennedy, 
his proposed contribution increase of 
“4% over already scheduled rate rises 
and a raise in the annual maximum earn- 
ings taxable base from $4,800 to $5,000 
cannot liquidate the new financial burdens 
on the system. 

Political Double Talk? 

“The President strongly defended his 
program from charges that it leads in- 
evitably to ‘socialized medicine’ on the 
ground that it provides for pre-payment 
with freedom of choice of doctors and 
hospitals by each beneficiary. But this 
charge will continue to be as strongly 
urged, since its target is the concept 
of Federally assumed health insurance 
that is implicit in his present and past 
proposals and all others in this frame- 
work. 

“Finally,” concluded Mr. Krock, “critics 
inside and outside Congress will demand 
that the President reconcile the theory 
and the costs of his program with his 
sworn commitment to a stabilized price 
level; also with his statement that this 
is a time for people to ask not what the 
country can do for them but what they 
can do for the country.” 





The Federal Man has just returned 


from an all expense paid 


business trip held at 


Daytona Beach, Florida. 
The Federal Life home office 
located at 6100 N. Cicero Ave. 
in Chicago is getting set 


for the next meeting 
to be held in 1961. 


lf you would like to enjoy 
the privileges of a Federal man, 


contact Emery Huff, 
Agency Vice President. 









GOP Liberals Draft 
Aged Med. Care Plan 


REINTRODUCED IN U. S. SENATE 


Javits and Keating Measure Would Be 
Financed Through General Revenues; 
Inflexibility of Kennedy Bill Hit 


Nine Liberal Republican Senators— 
including Jacob K. Javits and Kenneth 
B. Keating of New York this week in- 
troduced a counter-proposal to Presi- 
dent Kennedy’s old-age health care plan. 

The Republican bill which would be 
financed by general revenues only and 
not Social Security taxes, is the same 
introduced last August in the Senate. 
“New York Herald Tribune” staff writer 
Don Irwin reported the following three 
points of criticism of President Ken- 
nedy’s measure by the Senators: 

“1, Although it is designed to protect 
14,250,000 persons over 65 who participate 
in Social Security and the Railroad 
Retirement System, the Administration 
plan would not apply to about 2,000,000 
others, many of whom are covered by no 
other plan. The Republican alternative 
would apply to about 11,000,000 persons 
over sixty-five whose income does not 
exceed $3,000 a year for an individual or 
$4,500 for a married couple. It would 
exclude individuals receiving medical 
care through public assistance. 

The Kennedy bill, according to the 
Restttionsa fails to make adequate 
provision for preventive medical care that 
could head off chronic illness and reduce 
the need for lengthy hospitalization. The 
Republican bill would offer an optional 
plan providing preventive, diagnostic 
and short-term illness benefits. There 
is provision in the Administration plan 
for diagnostic service, but the emphasis 
is on care in nursing homes and hospitals. 

“3. The Administration program is too 
inflexible in the eyes of the Republicans. 
They seek optional provisions under 
which individuals who have private in- 
surance coverage would be helped to 
continue it. They want to insure that 
states are allowed leeway to improve on 
the basic Federal plan.” 


Forty More Companies Plan 
To Adopt “Health Ins.” Term 


Forty more insurance companies have 
indicated that they will adopt “health 
insurance” as the generic term for the 
entire field of accident, sickness, medical, 
hospité il and surgical coverages accord- 
ing to E. J. Faulkner, president, Wood- 
men Accident & Life, chairman of the 
committee on Health Insurance Term- 
inology of the American Association 
of University Teachers of Insurance. The 
committee has recommended the adop- 
tion of the term to replace “Accident & 
Sickness Insurance,” “Accident & 
Health,” and others sometimes used. | 

Latest companies to say they will 
adopt the term are American L. & C, 
American United, Bankers of Iowa, 
Bankers of Nebraska, Berkshire, Com- 
mercial Insurance, Confederation Life, 
Continental Casualty, Country Life, Ed- 
ucators Mutual, Equitable Society, Fed- 
erated Mutual, Fireman’s Fund, Great 
American Reserve, Great-West. 

Also: Home Life of N. Y., State Mu- 
tual of Worcester, Industrial Life of 
Quebec, Insurance Co. of North America, 
John Hancock, Liberty Life of Green- 
ville, Liberty Mutual, Mutual Benefit of 
New Jersey, Lumbermens Mutual, Mas- 
sachusetts Protective, Mutual Benefit 
H A. Assn., Mutual of Omaha, Na- 
coumtile. New York Life, Olympic Na- 
tional, Progressive Life, The National of 
Celina, Penn Mutual, Republic National. 

Also: Security Mutual of Lincoln, Se- 
curity Mutual of Binghamton, Standard 
Accident, Sunset Life, Tower, and United 
Pacific. 


RELIANCE L. & A. NAMES KING 

Z. P. King has been named agency 
director for Reliance Life and Accident, 
it was announced by Maurice I. Carlson, 
president. Mr. King will make his head- 
quarters in Dallas and will develop Re- 
liance Life agency operations in Texas. 
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Future of Voluntary Health Ins. and 
Rising Costs In HIAA Spotlight 


Farquhar of Aetna Life States Views With Doctors Marshall 
And Nelson; Mutual of Omaha’s Randall is 
Panel Moderator 


Doctors Matthew Marshall, Jr. and 
Russell A. Nelson joined with Aetna Life 
Group Division Secretary, Gordon N. 
Farquhar this week at the Health In- 
surance Association of America’s Group 
Insurance Forum in New York to discuss 
the rising costs of health care and their 
effects on the future of voluntary health 
insurance. A. W. Randall, Mutual of 
Omaha vice president, served as moder- 
ator. 

agreed that voluntary 
was in a 


All four men 
health insurance 
position today and would remain so until 
industry undertook added 
responsibilities to develop “better mech- 
anisms” for financing coverage. Each 
man presented ideas to achieve this aim. 

Dr. Marshall, who is chairman of the 
10th councilor district (Pittsburgh area) 

the Pennsylv:z ania Medical Society, 
emphasized that “our long-range objec- 
tive must be to increase self-sufficiency 
and responsible preparations for health 
care, and not to make needless depend- 
ents.” 


precarious 


the insurance 


Public Will Make Little Effort 

the necessity of searching 
for and overcoming shortcomings in 
voluntary health care and its financing, 
Dr. Marshall made the following ob- 
servation: “The public, although it 
clamors for lower premium and 
greater range of benefits, apparently will 
make little effort to learn about the 
possibilities of health care financing or 
to purchase it with discrimination wl hich 
an investment of this kind deserves. 

But Dr. Marshall believes the greatest 
weakness might well lie with “the ap- 
parent difficulty of enlisting hospitals, 
insurers, labor, management, and physi- 
cians to make the cooperative effort that 
will insure an effective and efficient 
health care system.” 

Speaking of his own medical society, 
Dr. Marshall said the ‘Pennsylvania 
Medical Society’s primary problem was 
to re-direct actions of physicians that 
unnecessarily increased the cost of health 


Stressing 


costs 


care. He then cited execessive thera- 
Ewe procedures, disproportionately 
high fees, poor quality of care, excessive 


utilization of hospital beds or ancillary 
facilities and prolonged certification of 
disability. He continued: 


Staff Utilization Committees Formed 


“As a first step, the Pennsylvania 
Medical Society promoted the establish- 
ment of a new hospital-medical staff 
committee to control utilization of hos- 
pital beds and services. Staff utilization 
committees were formed in all the major 
hospitals in our area, to supplement the 
work of other hospital committees al- 
ready established to safeguard the 
patients’ care. 

“Charts are selected where hospitaliza- 
tion appears to have been prolonged, 
unjustified, or inefficiently handled. They 
are reviewed and discussed by the com- 
mittee composed of staff physicians and 
findings are presented to the attending 
physician and, upon request to Blue Cross 
and insurance carriers. The purpose is 
primarily educational. The objective is to 
demonstrate to physicians ways in which 
medical care can be handled more ef- 
ficiently. Only several cases involved 
disciplinary action. 


“About 60 cases have been processed 
to date,” he said. “In 


two cases, agree- 
ment between the company and the 
physician could not be reached on the 
basis of the committee’s findings, and 
these cases were forwarded to the 
Allegheny County Medical Society’s 


grievance committee. All decisions by the 
review committee and the grievance 
committee have been satisfactory to the 
insuring companies. 


ers 


Gives Advice to Audience 


Dr. Marshall is of the opinion that 
insurance companies can more effectively 
finance health care, particularly if ac- 
tivities are coordin< ated on both a nation- 
al and local basis. “Stop thinking in 
terms of making sales of ‘insur- 
ance’,” he told his audience. 

‘This is too important a subject to be 
dependent upon opportunistic selling or 


sp¢ »t 


impulse buying. We have to think in 
terms of lifetime group financing for 


health care. Offer programs that respon- 
sibly provide for necessary care which 
would prove burdensome for the prospec- 
tive patient to pay directly at time of 
need. 

“Include protection after retirement 
and during temporary unemployment. 
Such coverage, although geared to the 
needs of the particular group involved, 
should be flexible enough to meet the 
problems created when a man changes 
his job. A customer sold an inferior plan 
later discredits the health insurance in- 
dustry when as a patient he is confronted 
by unexpected inadequacies in his pro- 
tection. This would involve abandonment 
of hidden exclusions and make it possible 
to explain the coverage in simplified 
terms,” 


he be- 
types of 


The health insurance industry, 
lieves, should determine the 
contracts and coverage which are con- 
trary to public interest and recommend 
appropriate legislation to prohibit sales 
of such contracts. He said further: 

“Claims review procedures 
more universally i 


need to be 
applied, as well as more 
efficient and flexible to coordinate with 
similar medical society activities. A 
national clearing house for claims prob- 
lems in conjunction with the A.M.A. 
would help bridge different areas of 
responsibility. 

“A standardized system of procedure 
identification in a claim application and 
payment would help bridge different areas 
of responsibility. A standardiced system 
of procedure identification in a claim 
application and payment would help 
physicians and the insurance industry 
to reduce inadvertent errors caused by 
the multiplicity of surgical-medical pro- 
cedures with their confusing terminology. 

“A good start here would be use of the 
California Relative Value Schedule Code 
Number on the check to the physician.” 

Looking toward the future, Dr. Mar- 
shall concluded: “We may have to 
proceed beyond the present goal of level 
premium coverage after retirement. We 
should support the ideas of a vestment of 
pension rights and a vestment of health 
prepayment or insurance rights, so that 
people can change jobs or residence and 
have their pension and health care 
equities transferred with them. 


“T believe it is reasonable to predict 
that the type of program we are matur- 
ing in the Pittsburgh area, will expand. 
We are willing to lend encouragement 


to the establishment of similar programs 
in other areas.’ 

Nelson: Sound Mechanisms Needed 

Dr. Nelson, who is director of Johns 
Hopkins Hospital in Baltimore and im- 
mediate past president of the American 
Hospital Association, stressed that Blue 
Cross-Blue Shield pl: ins and commercial 
insurance needs “to provide sound mech- 
anisms for meeting the advancing needs 
of the people on a voluntary basis.” 

“This means,” he pointed out, “having 

as an objective the total coverage of the 
hospital care needs of the people who 
are not in the indigent or medically 
indigent group. It means the development 


of insuring mechanisms for care in out- 
patient departments, nursing homes, 
chronic hospitals, and even the offices 


of our physicians and the homes of our 


“I am sure that the insurance industry 
is interested in the implications of this 
new movement which can be expected to 
spread further. The idea is a simple one— 
give the expensive care only to those 
who need it at the time they need it and 
let those who are convalescing or only 
slightly ill take care of themselves to a 
mz aximum extent. 

“The concept is not a new one ~ is 
being organized on a broader scale than 
has been done previously. I am sure 
of my ground in making two predictions: 
First, progressive patient care, properly 
administered, will give safer care to 
the most seriously sick and this is en- 
tirely to be commended and, secondly, 
progressive patient care will not signifi- 
cantly diminish hospital costs and, thus, 

don’t believe it will make the situa- 








As moderator of 
costs, Mutual of Om: 
troductory remarks: 

: We in the 
to enter, into the pr 
profession attempt to 
roup of this type tl 
jointly attempting to prescribe a cure 
we have been able to detect in 
economical medical care to the public. 

“Those problems with which the 
surance industry are not benefits, 
nomic. 

“Likewise, 
of private medicine and the 
ably does not depend solely, 

“The public’s concern in the 
their concern, again, is economic 

“In the final pastels it will be t 
whether they can afford voluntary 
Federalized plans. 

“The successful achievement of 
must be attained on the economic 


the 
ha Vi 





insurance 
ictice of 
practice 
++} 
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our 





Randall Pinpoints Problem 


os on panel discussion on control of medical care 
> President 


industry 
medicine 
insurance. 
the providers of medical care, 
for 


efforts to 


gene ral public are 
protec tion or 


our associates in the medical field must realize 

voluntary operation of the 
or even pt rimarily, 

medical field 1 


he gener 
health 


the 
front. 


A. W. Randall made the following in- 
do not intend to enter, or 
any more than those in the 
However, in meeting 


attempt 
medical 
in a discussion 
we are, in a sense, 
ills and weakness that 
voluntary, broad and 


the 


bring 


some of 


in- 
eco- 


concerned in the 
service—their concern is 
that the future 
general hospital prob- 

on professional competence. 
s not professional astuteness— 


al public who will determine 
insurance or whether they turn to 


goal of 
The 


insurance 
and the 


health 
industry 


voluntary 
insurance 








providers of medical care, as health servic e partners, must prove our case on 
the economic front in order to win the opportunity to continue the voluntary 
way—the American way. 
patients. To fall substantially short of tion any easier on the insured patients. 
this goal inevitably means more govern- Anything that is saved on the self-care 


mental system.” 

Dr. Nelson said “most experts predict 
that hospital costs will continue to rise 
in the order of 5% per year.” He added: 

“Most observers also feel that we have 
reduced the average stay of patients to 
as low a figure as possible and the rising 
per day cost will not, to a same degree, 
be offset by shortened stays and less 
per case costs. These costs will continue 
to go up because of an almost certain 
future development of more effective 
methods of medical and other profes- 
sional care, the result largely of our 
enormous medical research program in 
this country and by the need of the 
hospitals to improve further their per- 
sonnel practices to stay competitive. Off- 
setting tendencies to this cost rise will 
be found increased efficiency, increased 


use of machines and automation and, 
we all hope, the development of more 
out of hospital services, particularly 


diagnostic services. 
Urges Change in Benefits 

Turning his attention next to over- 
utilization of hospital facilities by insured 
patients, Dr. Nelson brought out that 
the real pressure here is probably found 
in cases requiring diagnostic services. 
He opined that a change in insurance 
benefits to include diagnostic services 
out of hospital would go a long way 
towards relieving this pressure and, “if 
it can be adequately financed, would be 


a significant addition to the overall 
availability of health services for our 
people.” Further along, Dr. Nelson 
brought out: 

“In the last few years, in order to 


attack the problem of spiraling costs and 
to spread scarce aeons gros personnel 
to those who most need their attention, 
hospitals have been experimenting with 
a system of care popularly known as 
‘progressive patient care.’ 


end of this problem will have to be spent 


on intensive care.” 
Dr. Nelson concluded: “In all thes 
problems of hospit al costs, utilizz atom 


improvements in care, and financing, the 
voluntary hospital system, if it is to 
survive, must have a parallel develop- 
ment of a strong prepayment and insur- 
ance movement and the invasion of 
federal and local government into the 
financing must be kept to what is ab- 
solutely necessary and no more and it 
further must be accompanied by sensible 
checks and balances so that we don’t 
develop a _governmentally controlled 
system through controls exerted in the 
name of the governmental funds used to 
support the care of the indigent and 
medically indigent.” 


Farquhar on Modernization Plans 


Mr. Farquhar said “one of the main 
problems we face is the problem of 
rising costs” which are a result of better 
care and better medicine, the greater 
use of medical care by more people, in- 
flation, and over-use and over-charging. 
He stated industry “efforts to modernize 
group plans should be redoubled (and) 
benefits should be more closely geared 
to current costs.” He added 

“Why modernize plans? Because I 
believe the criticism which can be most 
fatal to the future of the voluntary health 
insurance system is not that it costs more 
but rather when insurance fails to pro- 
vide the real financial protection the 
public expects.” 


Mr. Farquhar declared that 
of care are entitled to a fair return 
for their services” but they should rec- 
ognize that “it is not we who control 
the ultimate cost of health insurance, 
but the experience encountered under 
our insurance programs.” 


“providers 
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Motley Gives 3-Point 
Aged Plan to Industry 


AT HIAA’S GROUP INS. FORUM 


U. S. Chamber of Commerce Pres. Out- 
lines Program Stressing Package 


Policy At Reduced Cost 


president of the 
of Commerce and pub- 
lisher of le magazine this week 
called for a three-point program by the 
insurance industry to improve healt] 
insurance for the aged 

Speaking at a luncheon meeting of 
Health Insurance Association of Amer- 
ica in New York, Mr. Motley 
the insurance industry to: 

(1) Package pensions and life and 
health insurance together in order t 
reduce premiums paid by employers an 
employes 

(2) Set u 


_Arthur H 











» health insurance plans 
(along the fr some life insurance 
plans) that employes n fully pay up 
during working years before retirement 

(3) Help business make their group 
health insurance plans available to all 
f thei employes 





their retired 
The Job Must be Done 
Mr. Motley also urged 
the medical aid program 
summer by Under 


gram states can I 


of 


support 
passe 1 last 
Congress ] r 


prove their 








care plans for the low-income 1€ 
Federal government pays 50 rf 
costs. “It is part of our over-all job 





of making th 
medical care is available to all of our 
citizens,” he said. “ 


job must be done.’ 














He summed up the responsibilitie 
the insurance industry, the medical pr 


fession, and the business community this 











way: 

“Every should have the 
right to choose how he will spend his 
own money, and this right should be 
vigorously defended. As to insurance, he 
should have the right to decide whether 
or not to purchase insur: ance or to use 
other means of protecting hi melt against 
the hazards of sickness 

“Tt is the function the insuran 


industry, the Blue Cross, Blue Shield 
and other voluntary mechanisms to make 
available to the public, insurance which 
will furnis h the protection against the 
hazards of sickness and 





to do ever vthing 
possible availability of this 
protection generally known to the pul 
and to promote its widest possible use 


+ 


make the 








“Employers have a great responsibility 
for making walanbeny health insurance 
available to their employes and their 
dependents under a group insuranc¢ 
program. 

“It is one 
make a company a good place t 
and tend not only to help 
employes but to create a rej 
attracts a | of new employes 








better class 

“Hospital, surgical, medical expense 
coverage has become almost a ‘must’ in 
any well-rounded employer-employe 
group insurance program 

“Catastrophe coverage is now gener- 
ally recognized as an essential part of 
any well-rounded group insurance pro- 
gram, and employers quite generally are 
including it as part of “ ‘ir employe 
group insurance program.” 





Employers Have Shown Interest 

Speaking on his three-point program, 
Mr. Motley said that: “Employers have 
been quick to recognize the value of 
making group health insurance protec- 
tion available to retired employes and 
their dependents. 

“The National Chamber has strongly 
recommended the idea,” he said. “The 
response to the Chamber’s appeal has 
indicated a wide-spread interest. It 
showed that many of the more progres- 





sive employers had already taken ad- 
vantage of this opportunity. Many others 
were interested and studying it. 

“A few employers have assumed the 
entire cost of this additional protecti on. 
Some have shared the cost with their 
retired employes and, in other cases, 
the coverage has been made available 
under the group program but the cost 
paid by the retired employes. 

“It seems to me that some way must 
be found whereby the cost of this post- 
retirement health insurance can be paid 
for during the working years of the 
employe so that after retirement he is 
entirely free from this burden. 

“I should think that wouldn’t offer 
any great difficulty now that it is gener- 
ally recognized by employers and by 
employes that they will need this protec- 
tion even more in their later years when 
their ability to pay for it is reduced 

“Pension plans and group life insur- 
ance were common benefit programs 
even before health insurance came 
along 

“Shouldn't it be Possible?” 

“Shouldn't it be possible to offer these 

three closely related, and highly essential, 
(Continued on Page 38) 


Bartels Calls for Joint Effort By 
All Voluntary Health Care Groups 


In his keynote address this week at 
the Biltmore Hotel New York, Health 
Insurance Association of America Presi- 
dent Millard Bartels told the HIAA 
Group Insurance Forum that “voluntary 
health insurance must be identified with 
a real interest in the health of the 
American people.” 

Mr. Bartels, who is insurance execu- 
tive committee chairman of The Trav- 
elers, emphasized: “By what we do and 
say, we should manifest a genuine re- 
gard for all aspects of the health care 
problem. This means that we must in- 
terest ourselves in preventing losses and 
in actively promoting needed health and 
medical facilities which we know are 
woefully lacking in some localities. These 
include hospitals, nursing homes, home 
care programs, nurses, homemakers, 
chronic illness and geriatric facilities, 


diagnostic and rehabilitation opportuni- 





Beebe Planned HIAA Group Forum 


AS Beebe, chairman of HIAA’s Group 
Forum subcommittee, who is vice pres- 
ident of Paul Revere Life in charge of 
up operations, ‘made the welcom- 
ing remarks at the first general session 
February 13 of the association’s annual 
Group Insurance Forum, held in Hotel 
Biltmore, N. Y. He and his nine com- 
mitteemen put together a well balanced 
program extending over three days this 
week which attracted an attendance of 
close to 600 


its Gr 


Mr. Beebe explained in his opening 
‘marks that in planning the program 
his committee kept uppermost in mind 
his objective: “That we must write 
Group insurance even more effectively 
- ™ 5 . 7 he- re 
and prove by word and deed that we 
are serving the public’s best interest.’ 


Mr. Beebe expressed recognition of 
that “the future of voluntary insurance, 
the American system of publicly sup- 
ported hospitals and the private practice 
of medicine, are partners who will suc- 
eed together in satisfying the majority 
f Americans or will be replaced by 
some government operated scheme.” 

In thus setting the stage for the meet- 
ing Mr. Beebe promised that in the 
various sessions ways would be explored 
to “improve our cooperation with the 
purveyors of health care and to demon- 
strate more re to the man in the 

reet that he and his family get better 
oon care under our competitive 
system.” However, Mr. Beebe warned 
that “our intentions will be of little con- 
sequence unless they are reflected in the 
way our companies operate and unless we 
as individuals use our knowledge and 
experience effectively as leaders in our 
communities.’ 





A. S. BEEBE 


Mr. Beebe’s subcommittee consisted 
of Harold E. Bliss, Employers Mutuals 
of peso Milton F. Chauner, Life 
Insurance Co., of North America; Wil- 
liam a Continental Assurance; 
James G. MacDonald, Teachers Insur- 
ance & Annuity Association of America; 
Carman A. Naylor, London Life; Wilton 
A. Roper, Jr., Tennessee Life; Gerald 
K. Rugger, Home Life; Richard R. 
Shinn, Metropolitan Life and Irving S. 
Wolfson, Massachusetts Mutual Life. 





HEAR IRVING WESSMAN 
Guest Speaker At Koehler Insurance 
Associates Meet in Toledo; Promi- 
nence of Agency in Ohio 


Irving G. Wessman, secretary of the 
\merica Fore Loyalty Group in its Chi- 
cago office, was the guest speaker at a 
meeting Febru: ary 8 of Koehler Insur- 
ance Associates, Inc. of Toledo, attended 
by 43 members of the agency’s execu- 
tive, administrative and_ sales-service 
staff. Mr. Wessman outlined the pio- 
neering pr vey | of America Fore com- 
panies in the A.&H. field and spoke op- 
timistically on the Koehler agency’s fu- 
ture as one of the largest A.&H. repre- 


TO BUILD ST. LOUIS OFFICE 

National Life & Accident of Nashville, 
Tenn., has purchased land in St. Louis 
for the construction of a district office. 
The building will be used in servicing 
insurance policies in that vicinity. Work 
will start when weather conditions per- 
mit. 





sentatives of the America Fore Loyalty 
saree 

Gerald J. Koehler is president of the 
agency which, in addition to individual 
A.&H. business, supervises some of the 
largest professional associations and 
employe groups in Ohio. 





MILLARD BARTELS 


“Benjamin Franklin . . . said that he 
always made it a point not merely to be 
industrious but also to appear industri- 
ous. In much the same way we should 
be equally careful to build the proper 
public image if we expect to receive 
maximum public acceptance.” 


ties, clinics, mental illness facilities and 
other possible categories. 

The speaker pointed out that because 
of public benefits, the preservation of the 
voluntary health system has become a 
single problem for a great many diverse 
groups. “No one group can afford any 
longer to be disinterested in poor per- 
formance by any component of our joint 
effort to assure all of our people an 
opportunity to enjoy good health,” he 
added 


Voluntary System Can Work Better 


Mr. Bartels said the fact that the vol- 
untary system has worked well “does 
not mean that it cannot be made to work 
better.” He pointed to the increase of 
health insurance coverage since 1940 
when only 4% of the population had 
coverage. Today that figure is 73%, by 
1970 he believes 90% of the elderly alone 
will have some form of coverage. 

Referring to the recently announced 
plan in Connecticut by insurance com- 
panies to expand senior citizen coverage, 
Mr. Bartels declared: “Here is a pro- 
posed experiment which could have a 
far reaching effect on the need of our 
aged group for protection against seri- 
ous illness.” He continued: 

“We know that over 100 insurers are 
now marketing plans for insuring our 
elderly people. Most of the companies 
are voluntarily restricting their right not 
to renew older type contracts because 
of deterioration of health. This same 
liberal policy also holds true of most 
Blue Cross plans. A study by the Na- 
tional Association of Insurance Com- 
missioners reports that the number of 
terminations of coverage by all insurers 
is infinitesimal in relation to the total 
volume of business.” 

In order to achieve a better voluntary 
health system, Mr. Bartels said further 
along, “our insureds and_ beneficiaries 
have a right to expect a greater vigilance 
by us as underwriters. 

“When a charge by a doctor, a hos- 
pital or the supplier of drugs and medi- 
cines is clearly beyond the level of rea- 
sonability, we must interest ourselves 
in that fact. For not only are we deal- 


(Continued on Page 38) 
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° ° hospital and surgical expense—guaran- C. F. PAYTON ANNIVERSAY 
29 More Cos. Licensed Standard Accident Presents teed renewable for life; catastrophic C. French Payton recently observed 
In Illinois | ast Year New A 4 H Plan in Mich hospital, physician and nurse expense— his 45th anniversary as a representative 
os P * guaranteed renewable to age 65; and of Pacific Mutual Life in Des Moines. 


NOW SECOND AMONG STATES 





Premium Volume Paid by Ill. Policy- 
holders Up $143,406,269 in 1959; Legis- 
lative Program Called “Effective” 





A total of 1,221 insurance companies, 
20 more than in 1959, were licensed in 
Illinois as of December 31, 1960, accord- 
ing to a recent Illinois Insurance Depart- 
ment report. Illinois is second among the 
states in number of insurance companies 
doing business. 

The central location of the state is 
an important factor i in its popularity with 
insurance companies, and a number of 
large companies are now building branch 
offices in Chicago. 

Premium volume, which represents 
dollars paid by Illinois policyholders to 
insurance companies doing business in 
the state, was $2,154,010,518 in 1959, an 
increase of $143,406,269 over 1958 pay- 
ments. The increase was reflected in all 
classes of insurance—life, accident and 
health, fire and casualty business. 


3,123 More Brokers 


From March 1, 1960, to December 31, 
1960, a total of 142,583 agents and bro- 
kers were licensed, representing an in- 
crease of 3,123 over the same period the 
preceding year. During the 1960 calendar 
year 27,925 life, accident and_ health 
forms were processed, an increase of 
3,127 over 1959, 

Revenue, representing privilege taxes 
paid by insurance companies as_ well as 
ete fees, incidental fees, fees for 
company examinations and valuation of 
insurance company reserves, totaled 
$30,041,508 in 1960, an increase of $1,587,- 
203 over the preceding year. 

In the last several years the Depart- 
ment has increased the company exami- 
nation staff, charged with the responsi- 
bility of examining insurance companies 
doing business in the state, to ap- 
proximately one-third of its entire per- 
sonnel. One hundred and fifty-one com- 
panies were examined by the Depart- 
ment in 1960. 

A merit rating plan for the automobile 
insurance business was approved last 
year. The plan will permit drivers who 
are accident-free to obtain credits re- 
ducing their costs, while those who have 
chargeable accidents against their rec- 
ord will pay higher premiums. It is 
hoped that ultimately 70 to 80% of the 
people will benefit under this plan. 

The legislative program of 1959 proved 
most effective. The law regulating credit 
life and credit accident and health in- 
surance has not only saved the public 
millions of dollars through reduced pre- 
mium rates, but the disclosure and re- 
fund provisions have proved to be in 
the public interest. 

The Department is playing “an im- 
portant part” in the National Associa- 
tion of Insurance Commissioners com- 
posed of the 50 insurance regulators 
of the several states. Illinois is serving 
on a committee studying all insurance 
rate regulation in the United States. 


RELIANCE L. & A. DIRECTOR 
Delbert Davison, head of the invest- 
ment firm of D. Davison and Co., has 
been elected to the board of directors 
of Reliance Life and Accident of Amer- 
a it was announced by Maurice I. 
Carlson, president. 

A Davison, former owner of the 
Guilette Freight Lines, is active in 
banking and other financial circles. He 
is a member of the board of directors of 
the Merchants State Bank of Dallas and 
two Florida banks. He lives in Dallas. 


NAMED AT BIRMINGHAM 


Lawrence P. Lawfer has been ap- 
pointed assistant manager in the Birm- 
ingham branch office of Occidental Life 
of California. He joined Occidental in 

38 as an agent. Prior to that, he was 
with a Pennsylvania company eight years 
as field sales engineer in the South. 


A new health insurance program, the special disability and hospital-medical A 
Stand Guard Plans, is being written in expense plans for presently impaired 
Michigan by Standard Accident. The _ risks. 
program was introduced at agent kick- 
off meetings in Detroit and Grand 
Rapids, January 25 and 26, 


leading representative of the Los 

Angeles-based insurance company, Mr. 

Payton has been singled out for recogni- 
According to President L. K. Kirk: tion in one of its highest formal produc- 

“the Stand Guard Program has been tion divisions six times. 

developed to meet the modern health 


The program consists of six policies insurance needs of the American public. sions available to Michigan residents. 
six Stand Guard Plans. Coverage in- Stand Guard policyholders will have time- We are pleased and excited with all 
cludes: Accident and sickness disability payment options with accidental death of the new concepts, underwriting and 
and accidental death and dismember- benefits. We believe we are the first merchandising-wise, that have been in- 
ment—guaranteed renewable to age 65; casualty company to make such provi-  corporated into the program.” 





When You’re Ready To Build Your 
A&H CASTLE-IN-THE-AIR 


On Terra Firma... 


First thing to do is talk over your aims with people who know the Accident and Health field, 
people who can make your castle bigger than you ever dreamed it could be. 


Hundreds of general agents have asked for and received A&H counsel from the 
Disability Division at Combined Insurance Company of America, 5050 Broadway, Chicago. 
Many, subsequently, have moved up to extraordinary success, representing one of the 
growing, prospering companies in the Combined Group. Quite likely, 
when you make your decision to build, you will want to avail yourself of the 
experienced direction we offer, at no obligation. 


COMBINED GROUP OF COMPANIES 


W. CLEMENT STONE, PRESIDENT 
Combined Insurance Company of America, Chicago 
Combined American Insurance Company, Dallas 
Hearthstone Insurance Company of Massachusetts, Boston 
First National Casualty Company, Wisconsin 


Exclusive Specialists in 


ACCIDENT, SICKNESS, HOSPITAL, MEDICAL INSURANCE 
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New York A. & H. Bills Introduced 


Assemblyman Louis Kalish, Democrat 
of Kings County, has introduced a bill 
in the New York Assem| ay which would 
add a new section to the Insurance Law, 
to authorize the Insurance Superintend- 
ent to issue a temporary insurance 
agent’s or broker’s license, or both to 
the next of kin of a person who has 
become totally disabled and prevented 
from pursuing the duties of his occupa- 
tion, and who, at the time of the start 
of the disability, was a licensed accident 
and health insurance agent or a licensed 
insurance agent or broker. 

The temporary permit would be is- 
sued without requiring the applicant to 
pass a written examination or to satisfy 
certain conditions. The measure also 
makes other provisions relative to filing 
the license application and the term of 
the license. The bill was referred to the 
insurance committee 








Insurance Agent Strike Bill 


Assemblyman William C. Brennan, Jr., 
Queens County Democrat and Sen. Wal- 
ter E. Cooke, Kings County Democrat, 
have introduced companion bills aimed 
at extending the grace period for the 
payment of insurance premiums during 
a strike of insurance agents 

The bills pr = that no life, non- 
cancellal de disability, hospital expense 
or hospital and wee He expense, insur- 
ance contract shall lapse because of de- 
f i he payment of the premium 

rike of insurance agents em- 
ier doing business in 





ie Carrier 


the state. 
The provisions apply if the collection 
of the premium was the duty, charge 


ion of the agents, according to 
instructions practice or 
organization of the carrier soc if the 

represented for -ollective 
by a labor organization which 
enized or certified or wi 


been a party to aden ote agreement 


1 1 
DOOKS, 


agents are 
bargaining 


as been rec 





with the carrier. 

The Senate bill has been referred to 

he insurance committee, while the As- 
pee bill was sent to the labor com- 
mittee. 

This legislation is sponsored by the 
New York State AFL-CIO on behalf of 
eth Insuranee. Agents’ International 
Union, AFL-CIO and its affiliated locals 
in New York. 

A bill by Sen. Ernest I. Hatfield, 
Dutchess County Republican, provides 
that the full cost of all premium or sub- 
scription charges for state employes or 
retired employes covered under the 
health insurance contract, shall be borne 
by the state, from amounts appropriated 
to the health insurance fund. 

The measure would strike out the pro- 

visions prok hibiting approval by the presi- 
dent of the Civil Service Commission of 
a health insurance pei requiring 
state expenditures of more than $6,000,- 
000 or more than an average of $85 for 
each active and retired officer and em- 
ploye in the plan. This bill went to the 
civil service committee. 


Interest on Federal Old-Age Insurance 


Sen. George W. Cornell, Republican 
of Brooklyn, has introduced a bill pro- 
viding that in the case of contributions 
due by political subdivisions for Federal 
old-age insurance, the interest shall be 
computed at the rate of % of 1% for the 
first calendar month. This bill was re- 
ferred to the civil service committee. 

A bill by Sen. Daniel G. Albert, Brook- 
lyn Republican, provides that the arbi- 
tration committee to determine the fair- 
ness of a claim for medical care and 
hospital services in workmen’s compen- 
sation cases shall consist of three phy- 
sicians, all of whom must be members 
~ the State Medical Society, instead of 
three persons. The committee — 
consider all charges of hospitals. Thi 
bill was referred to the labor committee. 


IBM Policyholder’s Receipt Card Getting 
Results for Weiniger, Scheifer & Co., Newark 


Gratifying results are being realized 
by Weiniger, Schleifer & Co., Inc. of 
Newark, one of New Jersey’s largest ac- 


cident and sickness agencies, in putting 


into force an IBM policyholder’s receipt 
record card program. In thre¢ months’ 
time nearly 3,000 of these cards on wl 


policyholders answer certain questions, 
Lave been signed, returned and made a 
permanent part of their file in home 
omces 

Herman Weiniger, president of the 

gency, who conceived the idea, told 
The Eastern Underwriter this week that 
its main purpose was to make the A. & 
S. and hospitalization insureds of the 
agency aware of the importance of ac- 
curate information on their physical 
history. The policyholder is asked: 





“Have the health questions on your 
ipplication been answered completely 
and correctly ?” Ample space is provided 





on the receipt card below this question 


to make corrections (if any). 

If the policyholders do not promptly 
return the receipt card a politely worded 
reminder letter is sent to them. They 
are advised that in order to be assured 
of prompt service at all times this authen- 
ticated record of their health condition 
(at the time the policy was purchased) 
must be on file 

The three major companies repre- 

sented by Weiniger, Schleifer & Co 
have enthusiastically endorsed the W. 
S. receipt card They are Continental 
Casualty, lieve Casualty and Para- 
mount Mutual Life. They are in com- 
plete accord with Mr. Weiniger that this 
type of “underwriting” at the time of 
policy issuance is certain to reduce to a 
minimum misunderstandings when claims 
are filed If any policyholder should 
question the position taken by the com- 
pany in denying his claim he needs only 
to be reminded of his answers on the 
receipt card, 





NAME WHEELER SPECIAL AGENT 
Edwin H. Wheeler has been named 





special agent for the Syracuse, N. Y 
territory P resident H. M. Mountain, 
Aetna Insurance Co., announces. Mr 


Wheeler attende “d Wilmington College 
in Ohio and received a degree fri m Uni- 

sity of Connecticut, H: irtford College 
of Insurance. Before join ng the Aetna 
in 1957, * was associated ‘with the 
Retail Credit Co. as an insurance in- 
After training in Aetna’s Hart- 
ford branch office, Mr. Wheeler was 
transferred to the Syrac use office as an 
underwriter. He will be replaced in that 
position by Carl K. W alrat! h who has 
had under rwriting experience in Central 
New York for several years 


ver 


spector 


PERSON HEADS RICHMOND COS. 
Lewis R. Person has been named vice 
president, American Fidelity & Casualty 


Franklin’s Record Sales 

Franklin Life achieved a sales record 
in 1960 with new business production of 
$940,773,875, President Chas. E. Becker 
said ina report to the board of directors. 
Insurance in force on December 31 was 
$4,047,274,323, all individual Ordinary 
policies, a gain during the 12 months’ 
period of $451,031,209. 

$10,150,000 was added to surplus funds 
by 1960 operations, bringing capital and 
surplus at year-end to $73,000,000, 

Forecasting a substantial sales increase 
in 1961, Mr. Becker indicated the com- 
pany should attain $5 billion insurance 
coverage outstanding in a little over two 
vears. 








and American Fidelity Fire of Richmond. 
He was previously vice president in 
charge of claims-legal for American 
States Insurance Co. of Indianapolis. 


Bartels’ Address 
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ing, in a sense, with other people’s 
money, but the existence of such action 
uncorrected constitutes a source of in- 
fection to the voluntary system. Each 
component interest in this system is 
hurt by the inept action of any segment. 
We all must face up to a common prob- 
lem. 


Dealing With Single Problem 


“This is not to say that the action of 
insurers should not be subject to the 
same scrutiny. If a company sells a 
policy with inadequate benefits for an 
unreasonably high premium that, too, 
damages the common cause. Whenever 
an insurer advertises its offerings in a 
way that does not ring true to the 
buyer, a cancerous growth has been in- 
flicted on the body of our system. An 
insurer which refuses to expand _ its 
writings to mect the new demands for 
adequate coverage does the cause a dis- 
service which affects ultimately the in- 
terests of doctors, hospitals and other 
purveyors of health care. We are deal- 
ing with a single problem, and harmful 
acts coming from one group are dam- 
aging to the survival of all. 

“There are many areas where this mu- 
tual interest is legitimate. One is over- 
utilization of service. Another, and per- 
haps it is a corollary, is overinsurance 
due to overlapping coverages. In many 
instances a doctor, because of his prime 
concern for the patient, may be respon- 
sible for excessive expense. In others 
an insurer may be responsible because 
the health insurance policy does not de- 
fine exactly what hospital or medical 
care is reasonable and necessary. What- 
ever contributes to increasing cost of 
health care should be of critical interest 
to all affected by the common problem.” 

Mr. Bartels called for continued ef- 
forts to impress on the people protected 
by health insurance “that over-utilization 
of benefits should be avoided from the 
standpoint of self-interest.” He also 
cited the need to awaken consciousness 
oi health care cost in this field and the 
awareness of the effects of unnecessary 
demands on doctors, hospitals and drugs 
needs to be established. 


Not Enough to Be Efficient 


“The impact of our voluntary health 
system on the minds of the American 
people will become increasingly import- 
ant. Every segment of the traditional 
way of meeting this problem must not 
only be alert to improve this system 
but also to raise its standing and pres- 
tige in the eyes of the general public. 
It is not enough merely to be efficient 
or to serve a need. Beyond that we must 
be regarded as a prime mover in a great 
objective — the improvement of the 
health and care of all of the people.” 
Said Mr. Bartels: 

“It is interesting in this connection 
that the recent publicity about the 
White House Conference on Aging cen- 
tered on one point, namely, that one of 
many sections favored financing a vague 
amount of health care for the aged with- 
in the framework of the old age, sur- 
vivors and disability insurance system. 
\ large minority of the section opposed 
this method. But both groups in the 
section agreed that the medical assist- 
ance for the aged program adopted by 
the last Congress should be promptly 
implemented by the states, that volun- 
tary prepayment methods should be used 
to their full potential, that in all pro- 
grams the individual's freedom, dignity 
and self-respect should be protected and 
that individual responsibility, _ self-re- 
liance and thrift in preparing for later 
years should be encouraged. 

“And so it seems obvious,” he con- 
cluded, “that those interested in the 
traditional voluntary health care sys- 
tem of our nation need to regard its 
perpetuation as a single problem with 
many sides. Those with knowledge ¥ 
one facet should have and show both 4 
sympathetic and a critical seilerabeil 
ing for the position of others. In order 
to preserve the basic American prin- 


Ohio National Life 
To Enter A. & H. Field 


COMPANY IN STRONG POSITION 


President Dodson Advises Board of Di- 
rectors of Year-end Insurance in 
Force of $1,082,776,205 


The Ohio National Life will enter the 
health insurafice field on July 1, it was 
announced by President M. Rey Dodson, 
following the February board of di- 
rectors meeting. 

President Dodson also reported that 
the company was in a strong position at 
the year-end with assets and surplus at 
all-time highs. Insurance in force 
reached $1,082,776,205 as of December 31. 

Sales of new business during 1960 
totaled $135 million with both average 
size of new policy and premium per 
thousand of protection increasing sub- 
stantially. 

Experience in other phases of the com- 
pany’s operation was satisfactory. In- 
terest on invested assets reached its 
highest level in 20 years, yielding a rate 
of 4.08% befote Federal income taxes. 
Surplus increased to $15,671,123, repre- 
senting 7.18% of assets. Dividends to 
policyowners were substantially — in- 
creased, effective January 1, 1961, the 
fifth such increase in the past seven 
years. 


Dodson on Health Insurance Entry 


In discussing Ohio National Life's 
entry into the health insurance field, 
President Dodson stated: “Those cover- 
ages which are not only compatible with, 
but which we firmly believe are bene- 
ficial to, our life insurance operation 
will be made available. These include 
individual, non-can. income replacement 
accident and sickness benefits as well as 
major medical expense insurance. This 
new field will equip Ohio National Life 
to offer the insurance-buying public 
more comprehensive protection, broader 
benefits and greater flexibility to meet 
individual needs.” 

President Dodson concluded his re- 
port to the board by announcing that 
occupation of the company’s new head- 
quarters at William Howard Taft Road 
and Highland Avenue in the Cincinnati 
suburb of Mt. Auburn will take place 
about April 1 


Motley’s “Address 
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forms of employe protection in a single 
package at a reduced cost?” he asked. 
“I’ve heard a great deal in recent 
years about the*combining of life insur- 
ance companies with property and casu- 
alty insurance companies and about some 
of the package policies which have been 
developed. 

“Why wouldn’t it be equally feasible 
to combine pensions, group life insur- 
ance, and group health insurance into a 
single package cut the sales cost, the 
cost of administering it, and reduce the 
premium paid by the employer and the 
employe ? 

“If the voluntary system is going to 
continue to meet the needs of the people 
for health care, including the needs 
of oar older citizens,” Mr. Motley said, 
“then it is up to all of us to take a 
long, hard look at our system and make 
sure that it does the job.” 


Employers’ Advances Geldart 

David E. Geldart has been named 
assistant director of agencies—accident 
and sickness sales for the Employers’ 
Group. Formerly agency supervisor in 
the home office & H. department, he 
joined the Group in 1948, 





ciples of freedom of choice in this area, 
cooperation of an effective kind must 
be maintained. In the year ahead let us 


dedicate ourselves to doing our part and 
to using even greater efforts to improve 
and broaden the many services and fa- 
cilities which contribute to the success 
of our system of voluntary health care.” 
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Q. Mr. Watt, how long have you been selling 
INA’s Homeowners Policy? 


A. Several! Others put personal liability limits 
at $10,000. INA’s is $25,000 in most states. 
And with medical limits, INA’s is 
twice the others in most states. 


A. Just ten years, now. We started a month after 
INA invented it. 


A. It sure has! INA’s whole philosophy of 
constantly broadening coverages while 
streamlining, simplifying, “packaging” 
removes quite a clerical burden from us. 


Cutting paperwork reduces our overhead. 
We find that we can write more business 
and net a better profit. Gives us more time 
for selling and service, too. 





LIRR Bagi RS re a 





Q. How about the agent-INA relationship on claims? 





Success with Homeowners led us naturally into A. As INA says in its advertising, 
Life. When INA offered the new Life facilities, oe i “When the chips are down, 

it proved a golden opportunity for us x 4 : ' the chips are there.” That’s 
to broaden service and build our profits further. Sf always been true in our case. 
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Advertising Gains 


In the past vear (1960 vs. 1959), Look 
gained more pages of insurance advertising 
than any other magazine in America... 
and virtually as many pages as Life and 
The Saturday Evening Post combined. 


Insurance Advertising 
Page Gains 
1960 vs. 1959 

















Look 36.67 
Post 95.83 
Life 13.74 





More and more, advertisers and readers 
alike are responding to the vital force of 
Loox’s exciting story of people...are turn- 
ing to Loox for leadership. 


The Exciting Story of People—25th Year of Publication 





